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What's AHEAD for’57 - 





SASH CORD 
n volume Con 
> henks individually 
olyethylene begs 1200 1. and 


packaged in dispensing disploy 


TWINE ASSORTMENT 
This is one of many King Cotton Assortments 
variety of twine with no 
Balls ore 254 sellers 


Gives you a wide 


nventory problem 


CHALK LINE 


dispiay packaged. Mason's Line, 
Furring- Out Line, Tile-Setting, 
round seller 


Top quality 
Leyeut Line 
etc. A staple, year 
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BRAIDED MASON’'S LINE 


A good all year ‘round seller. Extra strong, 
non-kinking, non-raveling. Mason's Line, Cholk 


Line, Awning Cord, etc 


NYLON MASON’S LINE 


100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pull Cord, Drapery Cord. 100 ft. spools in 
display box. Many other put-ups 


CLOTHESLINE 


The best grode that's priced to sell in volume 


Connected hanks individvelly packaged in 


polyethylene bogs 


<— 


_ 


CLOTHES ORYER CORD 


A cord especially designed for replacement 
use on clothes dryers. Three 50 ft connected 


hanks make flexible sale unit 


DRAPERY CORD and 
VENETIAN BLIND CORD 


ideal put-up for the home replacement market 
Handy coils, cellophane wrapped display 
packaged, all standard colors 


SNAP-SACKS 


These SNAP.SACKS ore made from heavy 


gavge polyethylene 
Yourself’ top. Masons 
Chaik tine, Wrapping 


with an elastic Help 
Line, Butcher's Twine, 
Twine, Jute, India 


Be sure to send for 
our complete catalog. 





\2 | 
] . 
CORDAGE' 
JOHN H. GRAHAM & CO. , 
105 DUANE STREET, NEW YORK 8, N.Y. 


INC 
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BUILDING Propucts MERCHANDISE 


Now ! 


Horizontal Removable 
Sliding Windows 


That Really Keep Out Dust, Drafts and Cold! 


The window slides 
on this Dura-glide 
aluminum sill strip. 


Here it is... Zegers Dura-glide ... the weatherstrip equipment 
designed and manufactured specially for horizontal removable 
sliding windows. Now you can have complete weather protection 
plus easy window removal and smooth but positive sliding action. 


Dura-glide consists of: 
1. An aluminum headstrip backed by TK-35, a new, pliable 
material that permits easy removal of the window, yet has outstanding 
weatherstripping characteristics. TK-35 maintains a constant pres- 
sure, compresses easily, and retains these qualities for the lifetime 
of the window. TK-35 will not rot or be affected by water and will 
not become too stiff or too soft. 
2. An aluminum sili strip that provides easy yet positive sliding 
action and thorough weather protection. 
3. Aluminum weatherstrips for al! vertical sections —at both 
ends and meeting rail. 
There you have it... Zegers Dura-glide ... the equipment that 
assures the best in weatherstripping and horizontal window oper- 
ation. Write today for complete information, 


ZEGERS incorporated, 8090 Seuth Chicago Avenue, Chicago 17, Iilinols 


Manvufecturers of Dura-seal, Simflex, Tak-out and Dura glide Equipment for Wood Windows 








Aluminum headstrip with TK-35, This 
combination provides the key to a re- 
movable sliding window with highest 
efficiency in weatherstripping. 





Slide easily 
and smoothly! 


A a 
| 
Easily and 7 . 


quickly removed! 
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“EVERYTHING HINGES ON HACER /”" 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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TEXTURED FIR PANELING 


fy ROSBORO | 


The warm tones and natural beauty 


A i Ss oO Pp an e | i n Gg i nm: of these West Coast Wood 


Panelings will add interest and 


Douglas Fir distinction to any interior, or as 


Siding. You get the best selection 


West Coast Fem lock and uniform quality from 


Rosboro's own stands 


Western Red Cedar oF are growm aber. 





Available in many patterns with 
standard inventory stocks 
maintained the year around, 


r tree folder 


Panelinas ‘ e 
peg a5 Mixed car shipments. 


n full color 











ROSBORO LUMBER CO Springtield, Oregon 
Please send a copy o slor folder on West Coast 
Wood Pane 


Name 


Address 





City Zone State 


eevee eee eeeeenee 


WESTERN RED CEDAR WEST COAST HEMLOCK 


DOUGLAS FIR 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEE CONTINUED PRESSURE ON GOVERNMENT BY BUILDERS. 

Builders are convinced that the mortgage situation, rather than any 
basic change in the demand picture for homes, has resulted in the decline in 
Starts this year. They are expected to point out the following to the new 
Congress. 

Population is expanding, at the rate of around 4 million a year. That 
employment is at an all-time peak, with personal income above last year. That 
many homeowners need larger houses to take care of growing families. Finally 
builders hope to shame Congress by new figures pointing out that an amazine num- 
ber of people are now living in sub-standard, or slum shelters. The last item, 
however, must be handled with care because it could encourage an expanded public 


housing program. 


THE SUPPLY SITUATION FOR MATERIALS IN THE NEW YEAR. 


The decline in housing starts anticipated, increased productivity by manu- 
facturers, and overseas sources for certain materials, will result in a somewhat 
Spotty supply situation next year. Some items will be extremely firm, others 
very weak with a wide range of products somewhere between these two extremes. 
Here's a rundown: 

Cement. The market for cement is probably the firmest of any major building 
material, and, with the demands of the big highway program, there is no likeli- 
hood of any downturn in the near or long term future. Prices probably will 
rise. 

Gypsum and gypsum products. There has been a distinct easing in the market 
and most backlogs at the mills are small or have disappeared. A huge expansion 
program by major producers assures adequate Supplies, prompt deliveries, 
next year. 

Lumber. Demand for lumber products has generally declined and has resulted 
in a spotty market condition. There are indications present conditions will 
continue in 1957. A serious problem is the popularity of hardboard siding which 
comes with a primed surface. Old-timers compare this situation to the invasion 
of insulation board in the sheathing market. A big promotion and research drive 
is said to be in the works for lumber. 

Plywood. The market started off firm early last Spring, but an erratic 
situation has taken place since then. Over production, plus stiff competition 
for sales, resulted in drastic price declines. Producers are planning huge pro- 
motions, hope increased use of plywood per house will booSt consumption... 

a long run goal. 

Hardware. Supplies of locks, hinges, and a wide range of other hardware 
items, are adequate enough to assure rapid deliveries. Competition is ex- 
tremely keen, with producers going all-out to get business from competitors. 
Quality and design, stimulated by the competitive pace, is being greatly im- 
proved. More producers are leaving the hardware jobber for other types of 
distribution. 




















WHAT ABOUT DISTRIBUTION AND INCREASED PRODUCTION. 


Hardware producers, as indicated above, are thinking seriously about drop- 
ping the hardware jobber for more aggressive types of distribution. They are 
turning to the distributor of building materials, the Specialty distributor, 
etc. Just selling out of the big black book isn't enough for manufacturers with 
expanding plants and new products which require salesmanship. 

Short-range thinking sometimes results in methods outside the chain of 
normal distributier,. It does seem to work for some producers but is not being 
considered seri. uly by prime concerns doing a nation-wide business. We note, 
instead, that key accounts across the country are being wooed by manufacturers 
and being given explicit promises of all-out, unique merchandising support. We 
have used the term editorially of "merchandising partners" and the new plans 
we have heard about fit this phrase exactly. (news continued on next page) 
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Forecast for 1957 


Dollar volume for home construction 
contract awards in 1957 will run 6% 
ahead of this year’s projected total, 
according to estimates by F. W. Dodge 
Corp. 

The Dodge organization figures vol- 
ume in the 37 states east of the Rockies 
will be $10,417,000,000, compared with 
awards valued at $10,205,000,000 for 
1056. Rising costs account for most 
of the increase, Dodge states 

In an outlook statement, Dodye vice 
president Thomas 8S. Holden and a 
number of staff members estimate do] 
lar volume of contract awards for resi 
dential, non-residential and heavy en- 
gineering construction in 1957 will 
be 7% above this year’s total 

Dodge also forecasts a small in- 
crease in the number of non-farm 
dwelling units to be started in 1957, 
to about 1,125,000 from an estimated 
1,100,000 bewun in the entire U.S. this 
year 

The 6% boost in dollar volume for 
housing will primarily reflect rising 
costs, with no increase in total floor 
area foreseen. “Thus there is an in 
dicated expectancy of a slightly re 
duced average size and a slightly in 
creased average cost of dwelling 
units,” the Dodge report concludes 


New Tax on Certain Trucks 


At the last session of Congress, the 
new Highway Program was enacted 
into law. As one of the means of 
financing this program a new excise 
tax on the use of certain trucks was 
provided, Although the new regula 
tions have not been issued, the pro- 
posed regulations of the Internal Rev 
enue Service were published in the 
October 2nd issue of the Federal 
Register 

Briefly, the new law provides a tax 
of $1.50 (per taxable year) per 1,000 
pounds of taxable gross weight of each 
truck having a gross weight in excess 
of 26,000 pounds. The tax applies to 
the use of trucks after June 30, 1955 
Trucks used by states and their sub 
divisions and the Federal government 
are exempt as are transit buses, The 
tax would cover vehicles of a type used 
for other than highway transportation 

The regulations will include a sched 
ule of taxable gross weights showing 
the unloaded weight of various sized 
trucks and the taxable gross weight of 
uch truck 


SLIGHT RISE IN 


A slight rise in private housing 
starts to 90,800 units in October was 
offset by a decrease in public housing 
to 2,200 units, reporta the Labor De 
partment. This was a shade above 
September starts, but considerably be 
low the 104,800 in October, 1955. The 
October firmness reflected reversal of a 
i-month downtrend in housing started 
in metropolitan areas 

During the first 10 months of the 
year, the department said builders 
started work on 972,400 houses. This 
was the lowest total since 1953. Two 
years ago January-October starts 
numbered slightly more than one mil 
lion and last year close to 1,200,000, 
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NEWS in BRIEF 


Builders’ Show a Sellout 


The spotlight will be on money, 
methods and products at the National 
Association of Home Builders annual 
exposition in Chicago, January 20-24. 
Exhibit facilities of the Conrad Hilton 
and Sherman hotels and the Chicago 
Coliseum will be filled to capacity with 
an unprecedented display of building 
products and home equipment, reports 
convention director Paul 8, Van Auken 
and chairman Leonard L. Frank, whe 
predict an attendance of 30,000, 

* The sellout exposition, largest in 
NAHB ’s history, will include the latest 
product developments of over 440 
leading manufacturers, of which 60 
will be represented in the show for the 
first time. 

* Thirty or more sessions on tech- 
nical matters are scheduled. A special 
series of meetings will be devoted to 
the problems of “one to twenty” 
builders, 

* Top builder spokesmen and gov 
ernment, business and financial lead 
ers will participate in numerous ses- 
sions dealing with financial problems 
and government housing pulicies 

* Looking to the future, builders 
will hear an informative presentation 
on the effects on building expected to 
result from the nation’s new, multi 
billion dollar highway program 


Carpenters Urge Campaign 


Maurice A. Hutcheson, president of 
the United Brotherhood of Carpenters 
and Joiners, has invited the lumber 
industry to work with his 850,000 
members in a cooperative program 
aimed at stepping up the promotion of 
lumber and wood products in all phases 
of the building picture 

Addressing the 1956 annual meeting 
of the National Lumber Manufacture: 
Association in Washington, D. C 
Hutcheson proposed that lumber man 
ufacturers and union leaders join in a 
vigorous campaign to wipe out re- 
trictions against the use of lumber 
and wood products in building con- 
struction. He called for immediate 
action to correct “outmoded building 
codes and prohibitive insurance rates” 
as they relate to lumber and wood 
products. Hutcheson said his union is 


OCTOBER STARTS 


Starts in October under both VA 
and FHA programs continued at about 
the September level, according to the 
Labor Department. VA appraisal re 
quests and FHA applications for new 
houses, which offer a clue to future 
trends in housing starts, were also 
steady, with some rise in FHA appli 
cations for multi-family housing proj 
ects in October 

Preliminary reports of building per 
mits issued indicate that all regions 
of the country shared the October im 
provement, The western region showed 
a particularly good gain after a sharp 
drop in September 


as interested as lumber manufacturers 
in eliminating these “restrictions and 
legal impediments,” adding: 

“Case histories prove that fire losses 
are lower for wood structures... yet 
wood has been penalized in both build 
ing codes and fire insurance rates. It 
is in this area that the Brotherhood 
can make its real contribution.” Close: 
cooperation between the lumber manu- 
facturers and the carpenters’ union, he 
insisted, is a matter of “mutual sur 
vival,”’ 


FNMA Acts to Conserve Funds 

The Federal National Mortgage As- 
sociation recently moved to conserve 
its funds for financing new hom 
mortgages, It has announced it will no 
longer buy government-underwritten 
mortgages which are more than four 
months old. 

Housing officials revealed that banks 
have been selling off their holdings of 
mortgages to FNMA at a rapidly 
increasing rate in effect, unloading 
them to reinvest the money in other 
investments which provide a 
yield 


hetter 


Contract Awards Slump 16° 


After two months of slight in- 
contract awards for future 
home construction in October slumped 
16’, from the like 1955 month, accord- 
ing to F. W. Dodge Corp. Awards for 
residential building in October were 
valued at $656,464,000 in 37 states 
east of the Rockies. The decline re 
duced to less than 1% the 10-month 
increase in dollar volume of housing 
contract awards over the correspond 
ing period in 1955. 

This followed gains of 4°% in Sep 
tember and 5% in August. In an early 
summer drop, contract awards for 
home construction fell 18% in June 
and 21% in July, from 1955 level 


creases, 


Split on Housing Credit 

Housing credit policies caused a 
sharp split in Administration quarters 
In St. Louis, Housing Chief Albert 
Cole promised to ask Congress prompt 
ly early next year for measures to 
place housing “in a stronger position 
in today’s money market.” Cole told 
the National Association of Real Es 
tate Boards, ““We have reached a point 
where we must not risk a continued 
drop-off in the availability of home 
financing.” 

In Philadelphia, Under Secretary 
of the Treasury Burgess took the op- 
posite view, Though he recognized 
present money conditions have created 
some hardships, he said, “It gives the 
market a chance to absorb the very 
heavy building of recent years, It is 
a partial brake on the rise in build 
ing costs, which would threaten se 
riously to narrow the market for 
houses. 

Both Cole and Burgess noted there 
is a vigorous competition for money 
as a result of the high economic ac- 
tivity. Both termed the heavy money 
demand a threat of inflation and 
praised the Federal Reserve Board 
for adopting policies designed to meet 
the threat 
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A-—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sel/! 


Sales-minded 


lumber dealers 





make more money 


selling 


AMF De Walt 


They demonstrate how 
De Walt does everything... 
easier, faster, better 








Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen. 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today 


Among hundreds of lumber dealers who profit by selling AMF De Walt Home Power Shops are: 


G. J. Apel Lumber Co., Sandusky, Ohio 

Banner Lumber Co., Billings, Montana 

Cadillac Hardware & Lumber Co., Livonia, Mich. 
Central Hardware Co., St. Louis, Missouri 
Findorff Lumber & Supply, Madison, Wisc. 

L. Grossman Son, Inc., Quincy, Mass. 
Gettysburg Building Supply Co., Gettysburg, Pa. 
Ladd Lumber & Mercantile Co., Pueblo, Colo. 


Product 
i oeeemeneenieemmentannl 


De Wart 


Told Mmielel e) Lancaster, Pa. 
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DeWALT Inc. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY \) 
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Northbrook Lumber Co., Northbrook, Ill 
Pinellas Lumber Co., St. Petersburg, Fla 

South Side Lumber Co., Logansport, Ind 

Square Deal Lumber Co., Crescent City, Calif, 
Veenstra Lumber Co., Racine-Kenosha, Wisc 
Whelan Lumber Co., Inc., Topeka, Kansas 
White Sash & Door Co., Massapequa, L. I., N. Y 
Wood Lumber Co., Birmingham, Alabama 
Woodbridge Lumber Supply, Woodbridge, Conn. 
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NOW! A Spiral Nail 


for less than the cost 


of a common nail 


Jones & Laughlin introduces the new threaded-to-the-head 
“ARDOX” spiral nail to American markets. This superior nail, 
with all the advantages of extra holding power, ease of driving, 
and less splitting actually costs less than the familiar, smooth, 
straight-shank nail. 








~~ 
y 
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° 
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ow 
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These established advantages are made possible by a major 
development in spiral nail-making technique, utilizing J&L quality, 
higher carbon steel. 

Write for complete information on how “ARDOX”’ spiral nails 
can improve your Operations and cut your 
costs. Write to the Jones & Laughlin Steel 


Corporation, Dept. 520, Pittsburgh 30, Pa. OES: I Sa. Ala 
DAYS BEFORE WITHDRAWAL 








w 
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WITHDRA 
POUNDS TO BREAK JOINT 



































INCREASED HOLDING POWER 


J & Laughli 
ones ug 3 n The “ARDOX” full spiral shank nail develops up to 


STEEL CORPORATION: PITTSBURGH twice the holding power of equivalent common nails 


STE t i ... gives you stronger, longer-lasting construction 
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This comparison of properties shows 
advantages of ‘‘ARDOX”’ spiral nails 
over one size of common nails only, 
2" x 10% (8d). Other comparisons 
will show similar advantages over 
all sizes of equivalent common nails. 


Tiley. 7 wr 


The “ARDOX”’ 
Spiral Nail 





NAIL SIZE 
AND TYPE 


--—-~ a 
8d Common Nail 





Spiral Nail 


ASK SSP 
8d Standard “ARDOX” 


100% 





14207 


L4O 


] 


io 


Note |. These figures based on wood at | 
Note 2, Withdrawal speed, 2” per minute. 


Holding Power 
in Soft Woods 


Immediate 


Comparison of Properties 


Approximate 

T ! t 1 
| % more 

Number | “ARDOX” 
of rails | spiral 
per tb, nails 
per Ib, 


| Relative 
force 

required 

to drive 


| After 30 days 
t t 
100% 100% 
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which is the approved building material range 























EASIER DRIVING 


Despite its greater holding power, the “ARDOX” 
spiral nail actually requires less driving force. It 
reduces operator fatigue 
Laboratory and field tests prove that “ARDOX” 
spiral nails are as much as 30% easier to drive 


speeds construction, 
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LESS SPLITTING 


The “ARDOX” spiral nail turns like a 
threads its way into the 


driven 


minimum fiber damage. The stiffer st 
ARDOX” spiral nail, with less bulk of metal 
greatly reduces the tendency to split the wood 


Ph 


ark 


Circle No. 5 on Coupon, page 106 


screw when 
wood with 


of the less 


COST SAVINGS 


“ARDOX" full spiral nails, because the greater 
count per pound results in lower cost per nail, cost 
per job than equivalent common nails. Addi 
tional cost savings result from lower transporta 


1 { nd 
} 


tion costs, reduced handling and storage charges 
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Every time the unit loader shown above picks up or drops a 
load of brick or masonry block, the front wheels of the 
truck rise off the ground about 12 inches. The resultant 
punishment is so great that Roanoke- Webster Brick Company 
of Roanoke, Virginia, have found, after years of experience, 


that only a Mack 


“Day after day, the continual 
strain of picking up and dropping 
unitized loads of brick and masonry 
blocks eventually cracks the 
frames or breaks the springs of all 
other makes of trucks we have 
ever tried—all except Macks. We 
have found that they are built to 
take this punishment. What’s 
more we have learned that Macks 
be depended upon to 
hauling schedules.”’ 
Mr Warren W. 
Webster 


can really 
keep tight 
That’s what 
Hobbie, president of 
Brick, says. 


; _ Vet t 
wih eg ee ee 
withstands the strain! 


Roanoke-Webster Brick Co., 


Mack since 1922, have a 
fleet of 20 trucks and tractors 

all Macks. These Macks operate 
within a 150-mile radius of 
Roanoke... right in the heart of 
the Blue Ridge Mountains where 
the hauling is really tough. Yet, 
to Mr. Hobbie, the record of his 
Macks is conclusive: ‘“The proved 
results in our operation have 
taught us that Macks are out- 
standing in every department— 
stamina, dependability, utility, 
and economy. I recommend them 


users 


to any truck user, especially those 
with tough hauling jobs.’ 

Why not get the facts on Mack’s 
complete line of heavy-duty trucks 
by contacting your nearest Mack 
Representative. Mack Trucks, 
Inc., Plainfield, New Jersey. In 
Canada: Mack Trucks of Canada, 
Ltd. 


4525 


MACK 


first name for 


TRUCKS 


Li 


aaa 





once it was a A few years ago practically all white cement went into a 


specialty product such as architectural concrete units, stucco, 
specialty item eee terrazzo, cement paint . . . these markets continue to increase 
plus widespread purchases by home-owners who want more 


attractive concrete than can be made with grey cement. 4nd 
/ 


* 
Ut HOW Tf the extra cost is so little on most jobs 
Trinity White Cement is whitest in the bag... whitest in 


the mix. whitest in the completed job. It is a true portland 
cement that meets all Federal and ASTM specifications. For 


/ 
ZS ad staple. literature and quotations write to 111 West Monroe St., Chi 


cago. Offices at Dallas, Chattanooga, Tampa and Los Angeles 


a 

oe 

him : 
THE WHITEST WHITE CEMENT 


DEALERS! 


I 
a product of GENERAL PORTLAND CEMENT CO. “maa a + He 
be of your copy of tht new 
: 


populer booklet fer consumers, 


CHICAGO . DALLAS . CHATTANOOGA . TAMPA LOS ANGELES 
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America’s Most Complete Line for 


q i) WEATHER-SNUG HOMES 


MD 


| MACKLANBURC” DUNCAN CO. 











WEATHER STRIP 


Sets for windows 


WEATHER STRIP fe ty Handy te buy, handy to use. Here in one attractive pack- 
This complete package unit means . i age is a complete M-D Numetol Weather Strip set for a 
easier handling for you . . . wasier > single window. Available for ali standard 28°, 30”, 32” 
installation for your customers, M-D = / yy and 36” double hung windows. M-D packaged sets save 
Numetal door sets ore available with , V selling time... cut handling costs...moke inventory easy. 
regular door bottoms or with threshold 
and exposed hook. 





WEATHER STRIP 


This staintess steel or 
bronze coil weether strip 
¥ 234 is packed two ways — six 
SEAS el oe — 18 ft, rolls in free disploy 

carton, or in 100 ft. individ- 


Made of extra thick wool 
felt and heavy gouge stoin- 
less steel, brass of alum- 


ii Tikel é (Si bil a (ot, = \num, es soon, 
Heli WE elie I i oe | “em 
; 36 as, and Stine Re dor. , 


same length te carton. 
Specia! lengths available, 




















Fer highes! quality and dependability — o 7 A LE R Ss 

! wets. Sold by hardware, lumber Nee diaaied 
nett der Today! You 

para pply dealers throughout the Order tag 

ay ie is received! Alli M-D pr 

ysie nationally advertised. 


same day it 
sellers, 





WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 

friends as it makes you profits. Works 

perfectly on windows, storm sash or doors. 

Made of wool felt and white metal. Each 

individual carton contains one 18 ft. roll 

with nails and instructions. Packed 12 car- 

tons in display case. 
This free, colorful dis- 
ploy cose tokes very 
little counter space 

but does oa 

big job of selling. 


MACKLANBURG OUT” yeas 


Automatic 


DOOR BOTTOM 


Here's the perfect automatic door bottom and draft 

eliminator for ALL doors. Completely solves old lenin, 
problem of clearing rug or floor every time door 
opens. Easily installed on right or left hand door, 
Smartly designed with silvery-satin finish — will not 
rust or tarnish, Furnished in standard lengths— 
28”, 32”, 36", 42” and 48”, Packed in individvol 
cartons, 





snugly against 
floor te seal 
ovt dratts 
when door 
closes. 


matically to 
clear carpet 
easily when 
door opens. 


Ma (ALK 
CALKING COMPOUND 


World's best calking 
compound available in 
loads, with or without 
nozzie.., hand 


a2 vad) PLASTIC 
ASPHALT CEMENT 


ideal for sticking } 
down asphalt shin- 


GLAZING COMPOUND 


squeeze tubes... oF 
Y, pt., pt., qt. and gal. 
cons. Also 5-gal. and 


You can recommend 
this glazing com- 
pound with com- 
plete corfidence 


gles and general 


repair work on | 


roofs and flashings 


BU sce 


oe? 77) 


wo 
| 


55-gal. drums—gun or that it olways “stays 

knife grode. Th put.” Packed in % 
pt. pt. and qi. 
cans, 25 ib., 50 ib., 
100 ib, and 880 
ib. drums. 


GLAZING 


Compound 


MACKLANBURG-DUNCAN 


IKLAHOMA 


OKLAHOMA CITY 


Leaders in the Building Specialty Field for years! 


Comes in handy A 
loads, with or with \} rz 
out nozele; 2%, Ib. | 

and 10 Ib. cans; 50 Hmm 
ib. pails and 550 ib, SEMEN! 
drums. 





REPORT from WASHINGTON By RY. Kerr % 


Builders Want Higher FHA, VA Interest to Attract 
Lenders ... FNMA to Finance Housing For Aged 


There is general expectation in 
Washington that the new Congress 
will put the business of aiding the 
home-building industry close to the 
top of the legislative list. True, dol 
lar stability remains the lead item 
in the administration's economic 
program, It’s the function of money 
to work in our national economy, or 
presently there isn’t any national 
economy 

. * 


The fight againat inflation is right 
up toa point. But beyond that point 
lies deflation that ia the back door 
to a buat, Full employment and full 
production must turn upon a func 
tioning economy and the economy 
doecan't function for long without a 
sufficient supply of working money. 


7 + o 


suilders and money lenders are 
asking for an increase in the inter 
est rate on VA and HHFA mort 
gages in the hope that this will at 
tract more investment money into 
the housing market gut, a good 
many builders are doubtful if a half 
percent increase would bring much 
additional money into the market 
There's too much competition from 
other industrial expansion pro 
grams 


“ . * 


However, there seems to be an 
abiding market for houses; and, in 
imerica, ways are found to supply 
markets. Three noted economists, 
Drs. Leo Grebler, David M. Blank, 
and Louis Winnick, in a study made 
for the National Bureau of Eco 
nomic Research and for Columbia 
University's Institute for Urban 
Land Use and Housing Studies, ex 
press the opinion that more new 
homes are likely to be built in the 
next quarter of a century than in 
any similar previous period, They 
are certain that postwar building 
had not yet satisfied the demand of 
l’. S, families for their own modern 
homes, These specialists think that 
house construction since 1946, run 
ning 49% more than the average in 
the 1920's, has been an immense 
atimulus to production levels and 
employment. They expect that in the 


16 


period up to 1975 a bigger housing 
rise will develop, continuing this 
stimulus 


* * * 


Other research teams working in 
this general field are inclined to 
think that for some little time mort 
gage funds at present interest rates 
will continue to be scarce. A number 
of the industry’s own specialists ex 
pect this tight money situation may 
continue until general industries big 
expansion programs begin to ap 
proach the saturation point; some 
thing that may show up this winte1 
or next spring 


* * * 


One current sign of the shortage 
of mortgage money is carried in the 
recent news release put out by the 
Federal National Mortgage Associa 
tion. During the quarter ending Sep 
tember 30, Fannie Mae bought mort 
gages in secondary market opera 
tions at a $500,000,000 annual rate; 
a 500% 
sponding three-month period a year 
ago. The total purchases since No 
vember, 1954, through September 
30 of this year reached 35,762 mort 
gages valued at $360,316,000. Presi 
dent J. Stanley Baughman says, 
“We are buying more mortgages in 
a day than we did in six months in 
the early days of the program,’ 


increase over the corre 


* - * 


Stories drift around Washington 
about efforts to borrow mortgage 
money from big insurance com 
panies. The following is fairly typi 
cal of the lot: A family saved $10, 
000 for the down payment and found 
the house they wanted, priced at 
$25,000. Local banks said they didn’t 
have a dime they could loan. Con 
tact with an insurance company 
brought the information it would 
make the loan; but the interest rate 
would be 512% instead of the 4% 
the family expected. Then there'd 
be a discount of $600 the borrower 
wouldn’t get but on which he would 
pay interest as well as paying the 
$600 back to the lending company. 
Finally, the borrower would have 
to take out a $25,000 insurance 
policy in the company. The would 


Dei embc r 10, 


be purchaser continues to live in an 
apartment 
* * * 


This sort of thing indicates a 
scarcity of housing money, not nec 
essarily meanness on the part of the 
lender. Money goes where it earns 
the mostest in the shortest time 
1 matter of borrowing competition 


* * * 


The FNMA has taken action to 
implement President Eisenhower's 
directive, providing $20,000,000 in 
special housing assistance for elder- 
ly people. The purpose is to make 
it easier for the aged to own homes 
by establishing a market for the 
mortgages involved. Fannie Mac 
will contract to purchase from quali 
fied sellers—banks, mortgage com 
panies, savings & loan associations 
and insurance companies mort 
gages, or 20% immediate participa 
tions in mortgages that are insured 
by FHA for elderly persons under 
Section 203 (b) or Section 207 of 
the National Housing Act 


* * * 


The agency will pay an amount 
equal to 99% of the unpaid prin 
cipal amount for each mortgage. Sel 
lers may offer such home mortgages 
for purchase under an immediate 
purchase contract or under a con 
mitment contract. Multifamily hous 
ing mortgages may be offered under 


commitment contract 


» * ® 


The Federal Reserve’ reported 
that the increase of on-the-cuff buy 
ing of autos and consumer goods 
during September was the smallest 
since last February. These credit 
consumers added but $63 million to 
their installment debt in September 
as compared with an increase of 
$347 million in August and $507 mil 
lion in September of 1955. In auto 
financing, consumers increased their 
debt by but $3 million—-probably 
waiting for new models—as com 
pared with a $356 million increase 
of auto debt in September of a year 
ago. Consumer installment debt at 
the end of September stood at $30.7 
billion; an increase of $3 billion 
over a vear earlier 
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These popular 
home-improvement 
projects 


mean profit for you 
with Certain-teed products 


’ 
































INSULATION ~— Widely advertised 


Certain-teed Fiberglas* Insulation has tre 


SIDING — You can meet every taste 


every budget, with Certain-teed’s colorful 


ROOFING~— Smartest blends and 
colors in seven readily accepted styles 
Always-popular Thick Butts, for instance; 
or Saf-T-Loks, real sellers in high wind 
areas; or Woodtex®—only Certain-teed 


weather-resistant sidings Ashestos ce mendous consumer scceptance You get 


ment or asphalt shingles in striated de just the type you Il need — blankets, batt 


sign; asphalt roll sidings in stone or brick pouring wool—-or the new Foil-Enclosed 


gives you this heavy-duty shingle with the patterns; insulating sidings to keep your Fiberglas Insulation wr ipped in reflective 


distinctive built up graining customers’ homes snug al ear round iluminum foilthatgivestwo-wavinsulation, 


No doubt about it when vou stock Certain-teed texture lor mart, distinetive iside decorating 


roofing, siding and insulation, you can offer all the 
F © : _ — Economy. Sturdy weather-resistanil Certam teed 


important sales advantages that builders, a ators 
po 5 PED EeaC pplic ” roofings and sidings give long, trouble-free servic 


or homeowners could ask for. | 
with a4 minimum of maintenance Certain-teed 


(uality. All Certain-teed products are nationally Fiberglas Insulation pays for itself in fuel savings 


known and acc epted for their consistent quality and over just a few years 


dependability. They make home-improvement expen 
ditures pay off in terms of added resale value and 
more comfortable living. 


Make the most of home improvement opportunities 


our area. Sell quality heauty and economy. Sell 


Certain-teed ! kor comple te details and prices contact 


Beauty. Certain-teed roofings and sidings come in a you t Certain-teed supplies or write 


wide range of attractive, easy-to-sell colors, styles and direct 
*T rade-mark Of FCorp. 


Products of Certain-teed Products Corporation 
SOLD THROUGH 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa 

EXPORT DEPARTMENT: 100 fast 420d St., New York 17,7 

ASPHALT ROOFING « SHINGLES « SIDING « ASBESTOS CEMENT SHINGI 
FIBERGLAS 8 ING INSULATION « ROOF IN LATION « 
PAINT PRODUCTS—ALKYD o LATEX «© CASEIN « TEXTURE o PR 


Certain-teed 


@LG. U.S. PAT. OFF, 





MER SEALER 
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jlor—is featured in next month's Weldwood 


ght is painted interior Weldtex leading to 
ire also used for soffit 


A 
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How to Perk Up Your Profits 
with Weldtex Paneling 


It's not sales that puts money in your bank account 
it's profits. And one of the best profit-boosters 
is We ldte X 


around today the original striated 
plywood 

Not only do you make a good markup with 
Weldtex, but the material itself is so versatile, has so 
it's easy to sell. Easy to sell, that is, 1 
And all vou have to do is to let 


vour customers know the many wavs thev can use 


many uses 
vou sell it correctly 
it. Builder or do-it-vourselfer, if vou tell ‘em. vou ll 
sell ‘em 

No product can compete with Weldtex on the 








Weldtex—the combed-wood paneling 
Weldte 


picture frame, and room divider 


modern trend to texture 


Weldwood 


Weldwood 
WELDTEX’ 


A product ot 


UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 


BUILDING Propucts MERCHANDISER 


basis of appearance and usefulness. From 


price 


from soffits to cabinetwork 


paneling to fences 
Weldtex is an all-round champ Your customers 


an paint it, stain it, or finish it natural Just take a 


look at all the uses shown here, and vou ll see wh 
it pavs to promote Weldtex 
For a Weldtex counter display 


Weldwood re prese ntative. Or send today for litera 


contact vou 


ture on Weldtex vou can pile right beside vou 
gaily ringing cash register. You can get more infor 
mation at any of our 87 offices in prin ipal cities, in 
Weldwood Plywood, Ltd 


{ nada 


A home in Santa Monica, California, : 
ilso finds great favor cut for 


United States Plywood Corporation 
55 West 44th St., New York 36, N. Y 
copies of Weldtex envelope 


Gentleme Please send me 


stuffer thet | can use for counter give-aways and mailings AL12-10-56 


NAME 
COMPANY 


ADDRESS 
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Easver to cut 


Wm. McClenaghan of Bryn Mawr (Pa.) 
Hardware is one of 28 out of 30 dealers 
who picked L’O'F window glass as easiest 
to cut in the ‘“‘blindfold’’ test. M1 
McClenaghan test-cut four well-known 
unidentified brands of single-strength win- 
dow glass. After running several cuts on 
each, here’s what he said about L‘O'l 
window glass (marked “‘D” in the test) 
*’There’s no stop and start in running a 
cut on this glass. Just run a light line and 
the glass snaps off clean . no splintering 


at all.” 


Easver TO SELL 


This L’O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L’‘O'F glass. This preference 


mean faster, easier sales for you 


Easver 
TO MERCHANDISE 


Chis 37” x 13” transparent plastic window 
sticker reminds passers-by to stop in and 
get new window glass to replace broken 
panes, Get one now irom your Libbey’ 
QOwens'Ford Distributor (listed under 
“Glass” in your phone book). Ask for 
WG-49. For further information, write to 
Dept. 65126, Libbey’Owens’Ford Glass 
Company, 608 Madison Avenue, Toledo 
3, Ohio. 


as 
Roe 
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NEW sernarcns 
Colf Service 
Merchandising =z 
Grand Sells“, 

More Floor Tile ! 














The J-M Self Service Terra- 
flex Merchandising Stand is 
20" deep, 2814" wide, 68” 
high; weighs 20 pounds, will 
support 1,000 pounds. 


Johns-Manville TERRAFLEX® TILE and ADHESIVE DISPLAY 
makes customers STOP...LOOK... and Buy! 


Learn about this new and effective sales aid and how to obtain it! 


Building material dealers all over the country few square feet of floor space, it permits your 
enthusiastically report thatthe new Johns-Manville | customer to make his choice from the many beauti- 
Self Service Terraflex Merchandising Stand is ful colors and styles of Terraflex, the original vinyl 
building greater flooring sales and profits for asbestos tile. There is also room to display the 
them. It will for you, too. Here’s how: exclusive Johns-Manville Terraflex Adhesive... 
Asan island display intrafficareas, this strikingly the adhesive which brushes on as easily as paint. 
colorful self service stand is sure to capture your _—It contains a rack from which customers can help 
customers’ attention. Although it occupies only a _ themselves to free Terraflex literature. 








a 
Ask your J-M representative or write the nearest 
J-M Sales Office about how you can get your low- 

cost Self Service Terraflex Merchandising Stand. 


M Johns-Manville 
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These 3 Dow products offer... 


3 WAYS TO BIG PROFITS 


STYROFOAM Sales increase as builders find plaster base 
_ INSULATION - saves labor, improves quality 


Plaster keys directly to Styrofoam® (Dow plastic ture. Styrofoam won't rot, mold or deteriorate. 
foam) for smooth, long-lasting walls. Portland In fact, Styrofoam is permanent, 


cement mortar bonds Styrofoam to masonry walls For information on Styrofoam as a plaster base 
‘ . ; « ane a>» un . 


ior wi f e alls ; atl gy i 
{ varm, damp-free walls. Both lathing and as well as a perimeter and low-temperature in- 


nawe # ae ceil ee 
furring are eliminated, Result: More builders uss Re a See ee 


NATIONALLY ADVERTISED with year-round 


Styrofoam is so strong it supports concrete floors campaigns in Business Week and five leading 


more Styrofoam—and dealers make new profits 


Yet it is so light it floats. Neither water nor water — architectural publications — magazines read regu- 


vapor can penetrate its uniform cellular struc larly by your important customers! 


December 10, 1956, AMERICAN 





ad} 


Nar 





“Eee 


BS 


LATEX PAINTS <a@>. 


\——< a, 
; 


Why dealers find they can 


recommend this modern building 
material with confidence 


When you advise your customers to use latex paints, you 
help them save labor, get better results—and help your- 


self to lucrative sales. 


These paints dry to a tough, scrubbable finish—free of 
brush and lap marks and free of painty odor. What's 
more, equipment washes clean in tap water, with min- 
imum effort. 

Do as progressive dealers do. Recommend latex paints 
for savings in labor—and for customer-pleasing beauty, 
ADVERTISED IN LEADING MAGAZINES like The 
Saturday Evening Post and 13 other sales-making publica 


tions that your customers depend on. 


STYRON Plastic wall tile 
New ideas create steady stream of 
new uses—and new sales for you 


Guaranteed Styron™ plastic wall tile adds the luxury 
look for very little additional expense. Throughout 
today's homes, you constantly see new uses for the 
beauty of Styron—and new sources of profit for you 
Remember, you can guarantee that tile made of Styron, 
mastic and installation meets the National Bureau of 
Standards specifications (US-168-50) and F.H.LA, 1 


quirements Ask your supplier for complete details 


PROMOTE the luxury look of Styron plastic wall tile 
in your store, in your advertising, and reap the profit 


from extra sales 


THE DOW CHEMICAL ComPANY, Midland, Michigan 
Plastics Sales Department PL 540AA 


you can depend on 
DOW PLASTICS 


S,UILDING Propucts MERCHANDISER Circle No. 11 on Coupon, page 106 





FIRST IN Soles Agee 


STANLEY 
NEWLY DESIGNED WITH FEATURES THAT SELL! 


The all mew STANLEY HORIZONTAL SLIDING WINDOW 


aed 





Nylon glides for trouble-free sliding and long life. 
Modern design—adds beauty to any home. 

Fixed sash prevents bowing of head and sill tracks. 
Unit may be shipped KD, or assembled and glazed. 
Easy to clean. 

All-weather protection—sloping sill. 

33 standard sizes. 

Vinyl glazing channel to accommodate single or 
double strength glass. 

Smooth, silent operation—rigid construction. 
Sashes easily removed for cleaning. 








The all new 
STANLEY TUB ENCLOSURE 


Self-cleaning sloping sill. 

Heavy deep aluminum sections for needed strength...a full 5’ 
high from top of tub with two full width sliding panels. 

No exposed rollers or tracks, 

Nylon rollers for silent, smooth operation—requires no lubrica- 
hor 

One-piece panel head construction for operating rigidity and 
safety 

Easy to install—great for “Do-It-Yourself.” 

Completely KD 


Visit Stanley Building Specialties’ Booth No. 440 at NAHB Show 








STANLEY BUILDING SPECIALTIES COMPANY Dept. AL-!2 
1890 N. E. 146th Street North Miami, Florida 





Please send me full information on Stanley Building Spectal Y 

ties products ‘ 

fam a Dealer Distributor 

— STANLEY BUILDING SPECIALTIES COMPANY 
Subsidiary of The Stanley Works 

Address 

City State 
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MASONITE'S DRAMATIC NEW TEXTURED PANEL 


It’s a powerhouse of paneling profits! 


It’s your answer to the growing 
demand for walls with the “natural 
look’”’...for rooms that bring 
the outdoors in. It’s “Seadrift,”’ 
Masonite’s new textured and grooved 
hardboard panel. It creates luxurious 
room settings at a low price. 


Seil it with imagination! 


Sell it as the just-right bacikground 
for family rocms in the nautical style 
... for basement rooms with a roman- 
tic South Seas motif. Sell it for the 
fireplace wall in the living room. For 
an accent wall in the dining room, 
den or library. For handsome cab- 


inets and built-ins. Sell it in new 
construction and in remodeling. 


Masonite will help you...with 
newspaper mats...counter display 

pass-out literature—all free. See 
your Masonite representative or 
write Masonite Corporation, Dept 
AL-1210, Box 777, Chicago 90, Ill 





© Masonite” Seadrift is a tempered hard- 
board '4" thick in 4’ widths and lengths 
up to 16’. 


@ its surface is deeply embossed in a dis- 
tinctive wood grain pattern that does not 
repeat in the width. 


@ lt has beveled grooves %” wide and 





1/10” deep running lengthwise at inter- 
vals from 4” to 7'2". 


@ Butt joint treatment provides continuous 
grooved pottern. 


@ Easily finished in one color or striking 
tone-on-tone finishes. 


@ Now distributed east of the Rockies. 


ee 

| 7 “ 

MASONITE 
IE RO OU cw sf 








*Masonite Corporation—manufacturer of quality panel products. 
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What makes a line of building 


The markup on a line of building materials isn’t the only factor that determines your profit. For the 
most profitable line is the one that features products which are easy to sell, easy for your yard crews 
to handle, and which offer extra builder benefits to assure repeat sales. No wonder more and more 
alert dealers are stocking Armstrong building materials a line which meets all these standards 


of profit potential while providing specific product advantages pointed out on these pages 


1. Easy to Sell. . . CUSHIONTONE 


Your salesmen will find Full Random* Cushiontone easy to sell because it is the name your cus- 
tomers know best in the field of sound conditioning. For every month, full-page ads in LIFE, BET 
TER HOMES & GARDENS, and other leading national magazines remind home owners that Cush 
iontone offers them the new comfort of quiet plus new ceiling beauty at a price almost any family 


can afford. They learn, too, that Cushiontone’s ease of installation makes it the ideal “do-it-your 
self” material, What's more, your builder customers are aware of the exciting new trend in residen- 
tial sound conditioning. That's why they are using Armstrong Full Random Cushiontone as an at- 


tractive new feature to help them merchandise and sell their homes TRADE MARK 












materials profitable for you to sell? 


2. Easy to handle 
... TEMLOK ROOF DECK 


fake another look at the photo 
graphs to the left. Each man is 












handling material that will cover 32 






square feet of roof area, excluding 






built-up roofing. Yet you make more 






money on 4-in-1 Temlok Roof Deck 






than you do on the combination of 






roofing lumber, roofing paper, insu 






lation and gypsum, paint or plaster 






Your builder customers go for Tem 






lok Roof Deck, too, because they can 






apply a sturdy roof deck, efficient 






insulation, vapor barrier, and inte 






rior finish in one operation and save 






time, labor, and money as much 






as $250 per house 







Ordinary Building Materials 


3. Extra Builder Benefits 
.. « TEMLOK SHEATHING 


Femlok offers a standard of quality in 
fiberboard sheathing that builds repeat 
sales for your yard. Builders prefer its 
exclusive Rain-Shield® finish, its great 
structural strength, excellent insulating 
efficiency, and its speed and ease of ap- 
plication. What's more, when you buy 
in thrifty half-carload lots, your name is 
imprinted free on each Temlok board 
Every new house job you sell becomes 
a free advertising billboard for your 
yard. People who see the imprinted 
sheathing are also more immediate pros 
pects for other products you carry 
For complete information on the Arm 
strong line of top-quality materials, see 
your Armstrong Wholesaler ssw, 
or write Armstrong Cork aw 
Company, 3512 Rieker Ave., 
Lancaster, Pennsylvania 
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See our products in action at NRLDA Exposition, Chicago, December 10-13, 1956 






Armstrong BUILDING MATERIALS 


( 





sshiontone™ Ceilings 





Temlok™ Roof Deck * Temiok Sheathing * Temilok Tile * 





SCREW 
FL 


... for tight, 
squeak-free 


floors 
and stairs 


CF&I Screw Shank Flooring Nails assure you of 
tight, squeak-free floors and stairs ... prevent buck- 
ling and cupping even under the severest wear. 
That's because these nails are scientifically de- 
signed for use with hardwood floors. Their special 
long-pitched screw shank combines the advantages 
of both nails and screws—they drive easily, yet have 
the holding power usually associated with screws. 
And their holding power actually increases as time 


SHANK 
ORING NAILS 


passes and the wood fibers seek to return to their 
original position. 

What’s more, CF&I Screw Shank Flooring Nails 
have special points and thin shanks which end the 
problem of tongue splitting ... are made of oil-tem- 
pered carbon steel to resist bending while driving. 

For full information on CF&I Screw Shank Floor- 
ing Nails, just contact your nearest CF&I repre- 
sentative. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo ® Billings * Boise * Butte * Casper * Denver * El Paso * Ft. Worth * Houston * Kansas City * Lincoln (Neb.) 
Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * Seattle * Spokane * Wichita 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 
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New! 
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RIBBON STRIPE LAUAWN 


bis 


Tclomwe 
in 6 


fine woods 


OTARY LAUAN 


Here’s a tip you'll want to pass on to customers quick 

a luxury-look in an inexpensive paneling 1 beau 
tiful Randomwall that's a beautiful buy. You'll sell it 
in volume and realize a healthy profit 

Randomwal! by Atlas Plywood has every appeal. It’s 
easy to install. It is pre-finished and beautifully. The 











V-construction at edges continues the random-plank 
effect. The curved all-metal spline means it will never 
bulge. There’s always a groove at standard stud spacing 
Atlas Plywood did it right . . . combined sales-appeal 
with quality with profit 

Investigate the profit potentials of Atlas Plywood 
Randomwall. Learn about the big promotion to be put 
behind it. Write Atlas Plywood Corporation, Dept 
AL-12, 1432 Statler Building, Boston 16, Mass. 








ORIENTAL ASW 


LFF Pe PITT TTTTITITITITIATIN (LITITTTILITITITITITA 
SS Pr - ional” 


Randomwaill is quickly, easily and permanently installed 
Atlas Plywood’s improved, curved, all-metal spline will 


maintain joint alignment for the life of the building 





AFRICAN CHERRY 
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BEAUTIFULLY AT HOME IN ANY TYPE HOU 
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Trust your AIM"... Bradley Lumber Company did... 
Acme Steel Strapping Machine bundles flooring 


BRADLEY LUMBER COMPANY of Arkansas, Inc., Warren, Ark., uses 
Acme Steel F-1 Strapping Machines to bundle quality hardwood flooring. 
Che result: Important time and material savings with more secure, 
better protected product packages for Bradley customers. 
With each F-1 Strapping Machine, Bradley applies over 4,000 straps to 
nearly 29,000 board feet per day. Automatic features allow the F-1 
Acme idea Man machine operator to secure the bundle with as many steel straps as 
E, E. Drewry Z desired, by push-button control. Steel strap is automatically applied to 
helped Bradley 4 pre-determined tension, cut without waste, and the ends instantly 
lumber Compony joined with spot welds. Bundles stay tight, and finished surfaces 


as he does many : 
shippers and are protected from marring. (Idea No. $2-9) 


receivers of § “Trust your Acme idea Man like Bradley Lumber did. He can discuss 
waber and 2 the advantages of the Acme Steel F-1 Strapping Machine, how it aids 
other products | 
shipping, storing, handling, inventory, and how the bundles are 
appreciated on the job-site. He will gladly have local Acme Idea Men 

discuss Strapping Machine advantages with your suppliers, wherever 
they are located, for pass-along benefits to you. Write: Dept. ABS-126, 
Acme Steel Products Division, Acme Steel Company, 2840 Archer Avenuc, 
Chicago 8, Illinois. In Canada, Acme Steel Company of Canada, Ltd., 
743 Warden Avenue, Toronto, Ontario. 


WF STEEL STRAPPING 
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NEW 
SISALATION 
oeWith FOIL 





ad 


can now be a MONEY MAKER’ ;.. you! 


Watch your builder customers go for new ation for insulation against heat and cold and 
Sisalation in a big way. Here’s the best in vapor for protection against the ravages of condensa- 
barriers plus all the advantages of foil reflective tion in sidewalls, floors, and ceilings. 
ee -. all wrapped up dg strong pct Attractively packaged, Sisalation is avail- 
forced sheet for quick no pans application! able in standard rolls of 36” 225 sq. ft., 36” 
It’s a seller, particularly now with the current 500 sq. ft., and 48” 666 sq. ft 
popularity of aluminum foil. 

Increase your profits by selling tough Sisal- *When ordering, specify “aluminum foil type’. 

ALATION — ALUMINUM COATED — CONTINUES TO BE AVAILABLE 


at 


Other Quality Products in the 


SISALKRAFT LINE 


Orange Lebel SISALKRAFT for permanent waterproofing 
Toughest, olf purpose water and concealed fiashing 

»100! builds « € 

pre one Paper Save Sisatkratt MOISTOP — New 
Sisalkraftt VAPORSTOP permanent vapor berrier, Poly 
fungicide treated, tough, woter ethylene backed, re-enforced 
proot paper. Meets FHA and VA mpregnated kraft 

minimum property requirements, | gig aLitg — Polyethylene fim 
COPPER ARMORED SISAL~ for protecting moteriol, dosing 


KRAPT— Low cos, pure copper n, etc, Rip-resistant, transparent 
ta Conede Sisathraft products are seid under the following names: Oranges Label Fibreen, Sisaiation, Copper Armored Fibreen, Fidrees Vapersiop, Fibrees Merstop — contact Aiesande: Murray 4B Co Lid Mentresi 


SUILDING PRODUCTS MERCHANDISER Circle No. 17 on Coupon, page 106 3] 





now...lath and plaster 


when you build with the 


Three Keys to Stronger Plaster 
KEYMESH - KEYCORNER: KEYBEAD 














are better than ever! 


Every day, builders and contractors are discovering 
the big advantages of building with plaster reinforced 


with Keymesh, Keycorner and Keybead. 

For example, Keymesh adds 50% greater fire safety 
to plaster ceilings in frame construction. It triples the 
fire endurance limit of open web, steel joist construc- 
tion. And when you fireproof steel beams and columns 
with Keymesh reinforced plaster, the reduction in the 
insurance rate soon pays for the fireproofing. 

Keycorner economically provides the extra strength 


a aty 


ROWCER PLASTER 








that takes the worry out of trouble spots like corners, 
wall-ceiling junctures and joirits 

Keybead allows exacting work on outside corners 
where ordinary beads fail. You save time and money. 

In addition to these hidden values, the Three Keys 
help make plaster even more beautiful, more easily 
adapted to any design requirement. 

For far better construction that costs very little, 
ask your plastering contractor to figure your jobs with 
the Three Keys to Stronger Plaster. 





KEYMESH 


Pan 


‘KEYCORNER 











to the new MAGNA-LINE POWER TOOL DEPARTMENT 





ATLAS 
SAW WKS. 


WSS SAM PABLO Ay 
SeiTt) fas 


1, CAL 









ONE SUPPLIER—NO DUPLICATION OF 
TOOLS OR PARTS-—MINIMUM FLOOR SPACE 

MAXIMUM TURNOVER-—EVERY MAGNA 
POWER TOOL (except the 9-in. Saw) IS ALSO 
AN ACCESSORY FOR SHOPSMITH! For exam- 
ple, you can display and sell the 11-in. Magna Band- 
saw as a single purpose tool with its own stand and 
motor—or as an accessory to SHOPSMITH, saving 
both floor-space and inventory! 


There are still Magna-Line -Shopsmith Franchises 
available. Perhaps one is in your territory. For full 
information, please write Dent. 602-L, Magna Power 
Tool Corporation, Box 2808, Menlo Park, Calif 


® 1m. reo 





MAGHA POWER TOOL CORPORATION 
Americas Finest Power Tools 
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Now you can have a complete power 
tool department with superior new 





< 


MAGNA-LINE single-purpose power tools 
and SHOPSMITH!® The power tool 
department of Atlas Saw & Knife Works 
shown at left offers Atlas’ customers 





a complete selection of power tools 
including: SHOPSMITH, America’s most 
wanted multi-purpose power tool; the 
4in. Jointer with the longest table, 
largest fence in its class; 6-in. Belt 
Sander with automatic belt tensioning; 
11-in. Bandsaw with automatic blade 
tracking; 18-in. Jigsaw with full speed- 
range; Compressor-Sprayer with 100-ft. 
range; and the revolutionary new 9-in. 
Saw with ‘The Helping Hand,” a built-in 
extension which makes the largest 
effective table on the market! 











DISPLAY PANEL 


9’ > 
ACCESSORY ~*~... 








\ Gee STANO 


YOU NEED ONLY 9-FT. BY 5\4-FT. SPACE TO 


DISPLAY AND SELL MAGNA-LINE AND SHOPSMITH! 
Only MAGNA-LINE single-purpose power tools and SHOPSMITH 
give you a truly complete power tool department! Only MAGNA- 


LINE and SHOPSMITH can offer your customers their choice of 
America’s finest power tools. 
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The orchid 
of the forest 
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..California 


Redwood 





oi. 
se GP) a 
GHORGIA— PACIFIC 
CORPORATION 


HAMMOND-CALIFORNIA REDWOOD CO. 





It pays to sell the Leaders 
MASONRY COATINGS 


and 


4 oe L\WATER REPELLANTS 
wy 
3 z : KAY-TITE Meets the modern- 


day needs of either your building contractor 

r ‘‘do-it-yourself'’ customer. For prevention 
of water seepage in porous masonry, it can 
be used above or below grade, inside or out- 
side. It protects and beautifies. Kay-tite is 
right for all masonry walls—basements, ex- 
teriors and interiors. Special Kay-tite avail- 
able for use on any smooth or non-porous 
surfaces. 10 and 50 pound containers. 


KAY-TITE \NVISIBLE > 


Contains SILICONES. This makes it the 
finest of all water repellants for masonry. 
Prevents penetration of water on exterior 
surfaces: stucco, brick, stone and masonry 
blocks. Stops effloration. Does not dis- 
color. One coat only required. 10 years’ 
effectiveness is assured. 1 and 5 gallon 








containers. 


PROTECTS MASONRY 


AGAINST Use KAY-TITE PLUG, a fast-setting compound, for quick 
WATER SEEPAGE repairs to masonry. 


FOR | WHITE 
cmc om \ = KAY-TITE company 


sur 


CINDER BLOCK | iow a 8 WHITE STREET * WEST ORANGE, N. J. 


ROS 


ALL MASONRY | seanisn sur enicx RED ELEVEN FAR WESTERN STATES CONTACT KAY-TITE COMPANY 
‘ . 1717 WESTLAKE AVENUE, NORTH, SEATTLE 9, WASHINGTON 
GLAZED ond TILE CC ILO RS More than 26 years of satisfactory performance 
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THE DELAWARE LUMBER COMPANY 


Delaware, Ohio 


protects its buildings with 


AERO 
Chitomiélic FIRE ALARM... 


gets complete coverage 
24 hours a day... and 


We have used ADT Aero Automatic Fire Alarm Service for the 
past six years and believe it a better safeguard for property, 


profits and employees’ jobs than can be obtained by more costly 


protective methods, Based on comparative costs, we estimate our 


savings at $7,000 a year. 


Fire records reveal that most large-loss fires in lumber 
properties stem from delay in discovery or delay in giv- 


ing an alarm to the fire department. 


To avoid such delays and their disastrous consequences, 
should a fire occur, The Delaware Lumber Company 
depends on ADT Aero Automatic Fire Alarm Service. 
Aero keeps a constant automatic watch over every part 
of every building to detect fire and summon fire-fighting 
forces in those vital first few minutes. The system is 
regularly inspected, tested, and maintained by ADT for 


reliable operation. 
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May we show you what ADT can do tov you” 


Whether your premises are old or new, sprinklered ot 


unsprinklered, an ADT specialist will show you how you 


can get better protection against fire and burglary and 
save money by watching your property automatically, 
Call our local sales office if we are listed in your phone 


book; or write to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH CO, 
155 Sixth Avenue, New York 13, N. Y. 
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(cr ty (Christinas 


* | 


AND A MIGHTY PROFITABLE 


; 
ge | ie fea 


* Watch this magazine for announcements of 
FRY'S spectacular Spring-1957 national 
advertising and merchandising—another 
big peak-of-the-season campaign designed 
to make more money for you! 


LLOYD A. FRY ROOFING COMPANY 


GENERAL OFFICES: 5818 Archer Road, Summit (P. O Argo) Illinois 
ROOFING PLANTS y 


nut 
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TWO GREAT NAMES IN PLYWOOD AND DOORS 


NOW ONE 


y 
Wren Simpson acquired the 


properties of the M & M Wood 
Working Company it was news— 
but the BIG news to building ma- 
terial dealers is that the combined 
resources of Simpson and M & M 
now provide a single dependable 
source of fir and redwood plywood, 
plywood specialties, and flush and 


panel doors, 


This means that distributors and 
dealers handling Simpson-M & M 
plywood and doors can assure their 
customers of continuing supplies of 
materials of the same uniform high 
quality that has characterized the 
products of Simpson since 1895 
and M & M since 1905. 


on Simpson 


QUALITY «+ SERVICE INTEGRITY 
SINCE 1895 





STOCK THIS LINE OF BRANDED 
PLYWOODS FOR REAL PROFIT 


Sopeon< 
eM RIFT GRAIN FIR AND REDWOOD 
a FIR AND REDWOOD SHADOWOOD 
Spon HR AND REOWOOD PLYWEAVE 


” , ae 4 TEXTURE 1-11, LONG LENGTH, 
~ Ae eet JUMBO AND BOAT PANELS 


» AND THESE BRANDED DOORS 


Fim PLYWOOD 


FIGURED GRAIN REDWOOD 


REDWOOD RUSTICWOOD ~ 


FIGURED GRAIN 
PHILIPPINE MAHOGANY 


RIBBON GRAIN 
PHILIPPINE MAHOGANY 


BIRCH AND KNOTTY PINE 


FLUSH AND PAWEL DOORS 


SIMPSON LOGGING COMPANY 


SALES OFFICE, PLYWOOD AND DOOR PRODUCTS: 


MN. COLUMBIA BLVD., PORTLAND 17, OREGON 


REGIONAL SALES OFFICES IN NEW YORK, CLEVELAND, CHICAGO, MINNEAPOLIS, MEMPHIS, DALLAS, DENVER, LOS ANGELES, PORTLAND, SEATTLE 
GENERAL OFFICES IN SHELTON, WASHINGTON é 
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EDITORIAL 








The tt S v) of Good Purchasing 


A. Avoid excessive inventory 


speculation 


B. Be extremely bargain- 
conscious but think through the 
merchandising plan before you de- 
cide to buy 


C, Cultivate the friendship of 
suppliers’ salesmen who are worthy 
but don’t let friendship overrun 
good buying judgment 


D. Don’t miss profitable new 
items coming on to the market but 
don't be pressured into buying 
something that is not saleable at a 
profit 


E. Enlist all the most profitable 
buying American 
Lumberman's Dealer Products File 
as a buying directory the year- 
around, It’s complete.) 


sources (Use 


KF. Find out the distribution 
policies of both your manufacturing 
and wholesaling suppliers. When in 
doubt ask for a written statement 
covering your marketing area. 


—_-s, 


G. Give suppliers’ advertise 
ments in your trade papers some 
thought not only for sources of 
supply but for merchandising ideas 
as well, 
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H. Have an inventory budget 
for each stock item and maintain an 
open-to-buy list. 


I. Insist on thorough product 
training of your sales people by ade- 
quately prepared supplier repre- 
sentatives. 


J. Judge the anxiety of the 
seller to sell—and relate it to price 
and terms you agree to, but also 
think of the Golden Rule. 


K. Keep looking for opportuni- 
ties to secure exceptional buys as 
leaders, premiums and traffic- 
builders. 


L. Loyalty to suppliers who are 
loyal to you and the retail lumber 
industry shall be a basic policy. 
Measure out loyalty as it is meas- 
ured out to you. 


M. Maintain an up-to-date file 
of suppliers’ catalogs, data sheets 
and literature 


N. Name one or more individ- 
uals as expert buyers. 


O. Open a register for salesmen 
who call on you and maintain dated 
record, 


P. Prior to purchasing machines 
and equipment, personally secure 
testimonials of dealers in the same 
volume and population bracket as 
yours, before deciding to buy. 


Q. Question suppliers’ repre- 
sentatives for profitable merchan- 
dising, materials handling and ad- 
vertising ideas. 


R. Remember that 70% of retail 
sales are made in 35% of your store 
hours. Minimize buying during 
such hours. Notify suppliers’ sales 
men of the hours they are most 
welcome 
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8S. Strive for the most profitable 
business ratios (turnover and per- 
centages of cost and profit) in each 
department. 


«MEMO” 


T. Try to avoid pressure-buying 
by anticipating requirements for 
some time ahead. 


U. Use a perpetual inventory on 
lumber, millwork, board products, 
roofing and similar items. 


V. Verify purchasing with 
receiving and accounting so that 
invoices are checked, verified, ap- 
proved and paid promptly. 

W. Weigh what goes with the 
products you are buying; such 
things as advertising allowances, 
merchandising helps, training as- 
sistance, etc. Don’t make price the 
only consideration 


X. X stands for extra credit 
inducements you should secure on 
extra heavy orders. 


Y. You should have efficient pur 
chasing forms and insist on legal 
acceptances from suppliers. 


Z. Zeal in building a consumer 
selling partnership with merchan- 
dising-minded suppliers, will pay 
dividends. When a supplier works 
with you to secure a satisfactory 
profit for you on his line, give it 
your complete support. 


Keep this check list handy when 
buying. 
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You’re out in front with 


LUPTON ALUMINUM SLIDING DOORS 


What do today’s home buyers want? Value . . 
and open-planning! You give them both when 
you include Lupton Aluminum Sliding Doors in 
your plans. Backed by a name that's been “win 
dow famous” for fifty years, Lupton products 
can be installed with full assurance of buyer 
satisfaction. Lupton Aluminum Sliding Doors 
are the perfect answer to indoor-outdoor living 
They have all the big-window-beauty of picture 
windows, with the added convenience of open 
ing. They're beautiful, they're sensible and 
Lupton Aluminum Sliding Doors are practical 
Check these sales features 


@ quict, easy operation e cntry-proof locking 
e lifetime nylon rollers @ sturdy construction 
e windproof e dustproof e screens 


@ paintless aluminum 


Available with two, three or four panels; in 9 
standard widths, up to 20’-0’. Contact nearest 
distributer for prices 
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FLYNN MANUFACTURING CO, 
Main Office and Plant 
00 E. Godfrey Avenue, Philadelphia 24, Pa 


MICHAEI 


Sales Offices and Sales Representatives 


NEW YORK 
51 East 42nd Street, New York 17, N. Y, 


LOS ANGELES 
Sales Office: 672 §. Lofayetio Park Place, Los Angeles 57, Cal 
Warehouse: 2009 €. 25th Street, Los Angeles, Cal 


STOCKTON 


Warehouse & Sales: 1441 Fremont Street, Stockton, Cal 


CINCINNATI 
De Sales Bidg., 1620 Madison Road, Cincinnati 6, Obie 


KANSAS CITY: 
Herb W. George) 9209 Cherry Sireet, Kansas City 5, Mo 


HOUSTON 
Michael Flynn Manufacturing Company of Texos 
4511 Kyle Street, Houston 6, Texas 


LUPTON 


METAL WINDOWS 
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Here’s a preview of the construction picture and general economic outlook 


by a top-level economist. 


By Dr. George Cline Smith 
Vice-President and Economist 
F. W. Dodge Corporation 
New York City 





Dr. Smith 


The coming year should be the biggest in history 
for business in general and also for the construction 
industry, at least in dollar terms, Unfortunately, at 
least some of the increase is likely to be the result of 
continued shrinkage in the purchasing power of the 
dollar 

F. W. Dodge Corporation annually surveys the 
opinions of a panel of leading business economists on 
the outlook for the coming year. The results of the 
latest survey, covering 1957, show a surprising degree 
of agreement among the 221 economists of the panel on 
what's ahead for business. 

Judging from the numerical responses to nine spe- 
cific questions on economic indicators, as well as from 
comments offered by most of the economists, three 
conclusions stand out: 


1. Business activity will set new records in 1957 in 
dollar terms, but this will be primarily the result of shrink- 
age in the purchasing power of the dollar, rather than a 
real increase in output. 
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2. The consumer and wholesale price indexes will con- 
tinue to rise, moderately but definitely. 


3. The rise in prices will be primarily the result of wage 
increases. 


There was a widespread feeling among many of 
the economists who had comments to make that the 
second half of 1957 might see at least a slight decline 
in business activity; this also showed up in some of 
the numerical forecasts of the various indicators. 
Others felt that there would be a leveling off in the 
second half. One economist summed up the feeling of 
many this way: “1957 a banner year. Plateau late in 
year, but no marked downturn. Election results will 
make little or no difference.” 


Why get excited? Whether we should get excited 
over the common feeling that the second half of 1957 
will not continue the upward trend, and might even 
show a decrease, is a question. 

Experience with these and other surveys made at 
this time of year indicates that it is customary for 
many forecasters to take a somewhat dim view of the 
second half of the up-coming year, especially if they 
think the first half is going to be good. In short, there 
may well be a “second half downward bias” in annual 
forecasts. 

Several of the economists, representing a wide range 
of interests, felt that tight money policies of the gov- 
ernment had gone far enough (some felt they had gone 
too far) and that some easing was in prospect. The 
range of sentiment is expressed in these two com- 
ments: 

“I believe there is some danger that the Federal 
Reserve may apply the brakes too hard.” 
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“T expect a rise in employment in the early summer, 
which will lead to a de facto acceptance of this round 
of inflation and easing of credit for further growth 
of the economy.” 


If 1957 does 
show continued 
increases in 
business activ- 
ity, it will set 
new records on 
top of those al- 
ready setin 
1956, which is 
shaping up as 
the best year so 
far. There have 
been a couple of 
remarkable fea- 
tures about 
1956: 

The year broke all records for total output of goods 
and services, in spite of a sharp drop in automobile 
production; it was a record-breaker for construction 
volume, although it was an off-year for housing ac- 
tivity. Neither of these two set-backs, nor the steel 
strike, was enough to overcome the basic expansion 
urge of the nation’s economy. 


=. 
a 


NEW HOMES. The prediction is for |,125.,- 
000 starts. 


Starts continue high. While things have not been 
anywhere near as good as they might be on the home- 
building front, it seems reasonable to say that resi- 
dential building is still far from collapse. To keep 
things in perspective, we should remember that hous- 
ing starts are running at an annual rate of over a 
million, which would have been cause for great jubila 
tion nine or ten years ago. Moreover, dollar volume of 
housing activity has held up much better than the 
number of starts and 1956 bids fair to be the second 
best housing year in terms of dollars spent. 


On the bad side, starts are down below last year and 
there are no signs of an upturn on the immediate 
horizon. FHA and VA applications on new construc- 
tion in the past few months have been far below last 
year; and in July residential contract awards were 
21% below July, 1955. Even though current activity 
compares fairly well with 1953 and 1954, the drop 
below last year is hard on builders and suppliers who 
had become geared to higher levels. It seems worth- 
while, therefore, to ask, how come? 


One fact needs to be kept in mind: there hasn't been 
any drop in basic demand for new housing; there is 
evidence that the reverse is true. (Effective demand 
is something else again—more of that in a moment.) 
There are nearly three million more people in the 
country than there were this time last year; the num- 
ber of marriages so far in 1956 is above last year; 
more children have been born in the first part of this 
year than in the corresponding period of any year in 
history; family incomes are at an all-time high. 


And while there are absolutely no figures, it seems 
likely, what with booming highway building and other 
causes, that demolitions of existing houses are at least 
as numerous as they were last year. All of these fac- 
tors should be exerting upward pressures on basic 
demand for new housing 
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The credit problem. There is obviously consider 
able slippage between basic demand and effective de 
mand, the latter representing the number of new 
houses actually built and bought. Causes of the slip 
page are to be found largely in financial factors, the 
most popular culprit among these being tight credit 

A glance at 
the price indexes 
throws some in- 
teresting light 
on the building 
business in gen- 
eral. The con- 
sumer price 
(cost -of -living) 
index has been 
practically sta- 
tionary for five 
years. The over- 
all wholesale 
price index has 
been almost as 
steady. But within the wholesale price index, some 
items (farm prices and foods) have fallen while others 
(industrial prices) have risen. And of the industrial 
prices, building materials have risen most 

In addition, building wage rates are not only far 


Tames 
COMMERCIAL CONSTRUCTION, Physical 


volume about the same as this year 





What's Ahead in ‘57 


ea 


higher than those in manufacturing and trade, but 
they have risen a little more rapidly in recent years 
Coste of land and facilities have also risen sharply. 
While there have been savings due to improved build 
ing techniques and materials, there is no means at 
present of measuring their exact effect. Certainly they 
have not been enough to prevent a faster rise in home 
building costs than in many other things the con 
sumer buys 


Market reduced. On top of this, as surveys by the 
National Association of Home Builders show, the 
houses being built this year are larger and more com 
pletely equipped than their predecessors. This, added 
to rising costs, has brought about substantially higher 
price tags on typical new houses, resulting in a warn 
ing by Thomas P. Coogan, board chairman of the 
National Housing Center, that a large portion of the 
potential home-buying public is being shut out of the 
market 


On top of this situation comes tight credit. Here 
again is a factor often overlooked: credit stringency 
is not merely the result of government action, but re 
sults in large part from the supply-and-demand situa 
tion. The supply of credit has been growing, but the 
demand has been growing even faster 


The sharpest rise in demand for credit this year 
comes from business investment in new plant and 
equipment. According to the Commerce Department, 
outlays this year will be about $35 billion; that is $7 
billion or 22% more than last year. Obviously, money 
for such an expansion has to come from somewhere ; 
supplying it means a atrain on credit generally. 


Moreover, government spending on highways, schools 
and other projects, much of it financed by borrowing, 
has risen sharply this year. According to F. W. Dodge 
Corporation figures, contract awards in the 37 eastern 
states for both business buildings and government 
public works are running at all-time highs in 1956, far 
above the previous records set last year 


Money drawn elsewhere. There can be little doubt 
that substantial portions of the funds going into these 
projects and into new equipment would have been 
available for housing if they hadnt been attracted else 
where. Add to this, a deliberate government policy of 
tight money generally and less liberal housing credit 
specifically and it isn’t hard to see why financing of 
homebuilding and home purchasing has become some 
thing of a problem. 

The factors now at work don’t seem likely to change 
in the immediate future. More cost increases, prin 
cipally as the result of wage inflation in the economy 
generally, seem inevitable. This prospect will probably 
convince Washington that credit must be kept tight 
as an anti-inflationary move. (While such a_ policy 
makes sense in a monetary inflation, the question 
should be raised as to whether it can be applied to a 
built-in annual wage inflation, such as we now seem to 
have, without disastrous effects on those industries 
most dependent on the credit market.) 
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The specific credit restrictions applying to housing 
may be eased and considerable pressure is building 
up for such a move. On the other hand, competition 
for credit is likely to remain intense, as business and 
government capital outlays continue high 


In the longer run (and not too much longer, at that) 
something has to give. The nation’s housing inven 
tory today is far from excessive. The over-all vacancy 
rate is close to rock-bottom levels and some of the 
occupied dwelling units are pitifully substandard. 


The current annual rate of not much over a millior 
non-farm housing starts represents underbuilding in 
a nation of our size, because it won’t take care of new 
household formation plus reasonable replacement of 
obsolete housing. 

It seems inevitable that the pressure of the basic 
demand will cause a chain of economic and non 
economic reactions leading to a definite upturn in hous 
ing activity within the next year or so 

Our own F. W. Dodge Corporation forecast for 1957 
indicates a slight upturn in the number of housing 
starts, to about 1,125,000, Because we expect continued 
increases in the cost of building, we are estimating 
that the dollar volume of contract awards will rise 
about 6%. 

On the other hand, a somewhat smaller average size 
of house may be expected next year if the credit 
situation eases; for this reason, we have estimated 
that the total floor area of residential contracts will 
be about the same as this year. This would mean no 
significant change in the total amount of basic mate- 
rials required between 1956 and 1957. 

For the con- 
struction indus- 
try as a whole, 
we are indicat 
ing the prospect 
of an increase in 
dollar volume of 
contract awards 
of about 7% 
next year, re 
sulting from the 
combined effect 
of a 6% increase 
in residential 
and non-residen 


tial building ; , 
awards and a 10% increase in heavy engineering. 


DOLLAR VOLUME INCREASE. Look for 


6%, increase in residential awards 


Total floor area, for the reasons discussed above, 
is expected to rise only 1% in in the building cate 
gories; heavy engineering, of course, does not involve 
floor area, so no comparison is possible. For heavy 
engineering projects substantial increases in physical 
volume also accompanied by rising costs are antici- 
pated in the indicated overall rise of 10% over 1956 
levels 

(continued on page 46) 
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Available January 21, 1957, themostcomplete 
building products buying guide ever published 


14th 
ANNUAL 
ISSUE 





NEW THIS YEAR 
exclusive, built-in thumb index 
faster-reading charts and tables 
of product data 

enlarged BUYERS GUIDE listing 


Makes other product more than 8,000 manufacturers 


improved timing, in January, for | 


directories obsolete pr acetate | 


J 


the country. The result, is a dealer directory of build 








a — 


Improved, and new, and exclusive in the 1957 Dealer 


Products File issue of American Lumberman are ing products that makes other product directorie: 


@ an enlarged Buyers Guide, to accommodate the obsolete 


classified listing of more than 8,000 manufacturers of A brand new book, cover to cover, the 1957 Deale: 


building products and equipment. Products File is the most comprehensive and useful 


@ Completely new, fast-reading streamlined charts guide to the buying, selling and use of building prod 


and tables of up-to-the-minute building materials ucts and equipment ever made available to lumber 


application and specification data and material wholesalers and retailers 


@ All new organization of material, making it easier 


for you to find the information you want when you 


PUBLICATION DATE: January 21, 1957 
SINGLE COPY PRICE: $2.00 
AMERICAN LUMBERMAN SUBSCRIBERS vet the 


CO OE pea improved, all new 1957 Dealer Products File 
oduct ¢ ata sections. 
F . as as a regular part of their subscription, at no 


need it. 
@ Exterior index, consisting of die-cut thumb tabs, 


gives you instant access to the title pages of major 


All these useful improvements are based on inten- extra charge 


sive personal interview research among dealers across 


AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET + CHICAGO 2, ILLINOIS + Financial 6-5380 


BUILDING Propucts MERCHANDISE} Circle No. 25 on Coupon, page 106 45 





What's Ahead in ‘57 





In the general group under the non-residential build- 
ing heading, moderate declines in physical volume of 
commercial buildings and manufacturing buildings are 
estimated. Both of these classes of building opera- 
tions ran to very high totals in 1955 and 1956; their 
dollar totala may very well increase a little in 1957. 


Hospitals and institutions are expected to run about 
as in 1966, as far as physical volume is concerned. The 
other non-residential building classifications (educa- 
tional and science buildings, public building, religious 
buildings, social and recreational projects, and miscel- 
laneous non-residential buildings) are expected to show 
moderate increases. 


Residential outlook. For residential building there 
is indicated a small increase in new non-farm dwelling 
units (from an estimated 1,100,000 in the entire United 
States in 1956, to an estimated 1,125,000 in 1957), no 
increase in total 
floor space, a 6% 
increase in total 
dollar volume of 
residential con 
tracts. Thus 
there is an indi- 
cated expecta 
tion of a slightly 
reduced average 
size and a slight 
ly increased av 
erage cost of 
dwelling units. NON-RESIDENTIAL PICKUP. Moderate in- 


In the heavy ‘¢feeses in religious and educational build 


engineering clas- ‘'"? 
sifications, public works and utilities, substantial in 
creases are expected in highway, water supply, sewer 
and private electric utility projects 

These estimates indicate that the outstanding change 
from 1956 to 1957 in the overall pattern of construc- 
tion activity will be a fairly rapid forward movement 
in heavy engineering construction; the overall pattern 
of building activity will not likely change very much, 
but will probably remain very near previously at 
tained peak levels 


LA 


COMING NEXT ISSUE 


NRLDA exposition coverage. First national coverage of the big 
NRLDA show in Chicago this month will be found in this issue. 
Pictures and text to give you @ fast but thorough roundup. 


Harvesting profits in housewares. Some dealers scoff at the idea 
of « “pots-and-pans” department. The nice profit margin in these 
items is worth looking into. As @ traffic builder and as a lead 
item for special promotions, housewares are hard to beat. Read 
how to run a housewares department in the next issue. 


Editorial index. Have you ever wondered how to find a certain 
article that you missed in American Lumberman? This next issue 
solves your problem. It will contain the big, editorial index with 
each major article classified by subject matter, issue and page 
number. Another plus feature found only in American Lumberman. 


LAMA 
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Kitchen Display Does Double Duty 


The kitchen cabinet display at the new Citizens 
Lumber Co. yard in Selma, Calif., does more than 
sell cabinets. Manager Merle Shantz had the cabinet 
equipped with plumbing and wiring so the staff could 
use it as a coffee bar and serve appreciative cus 
tomers, too. 


Building Materials Furnished by 
CHURUBUSCO-: 


33 CHURUBUSCO | hones 
rid IND. WN4 Jac 309} 


wir, “4 5 sag By yr. iw, | 
Pipe Simplifies Sign Erection 

Setting up and removing signs at construction sites 
has been simplified by the Churubusco (Ind.) Wood- 
working Co. by bolting a capped steel pipe to the sides 
of the sign. To set up the sign, a pair of long stakes 
are driven into the earth and the pipes are sipped 
over them. Height of the sign is regulated by varying 
the depth stakes are driven into the ground. Since 
the sign isn’t fastened to the stakes, sign removal is 
a matter of simply picking up the sign. 


December 10, 1956, AMERICAN LUMBERMAN AND 





BUILDING SUPPLY 


SALES BUILDER 
Build Greater Sales 


with WELDWOOD 


MECHANIX WELDWOOD 


ILLUSTRATED : ; ; 
is advertised regularly in 


MECHANIX 
ILLUSTRATED 


because — 


News about U.S. Plywood's versatile Weldwood 
line is of particular importance to the 1,400,000 
men who read MI every month. 90% do their 
own home repairs — over 80% own workshops 
or benches —and are keenly interested in the 
many ways that Weldwood can be used 


Informative, helpful ads describing practical 
projects for ‘‘do-it-yourselfers'’ to build play an 
important part in creating more sales for Weld 
wood for by showing workmen what to do 

and how to do it—U.5S. Plywood maintains a 
consistent, profitable consumer demand, This 
type of advertising —coupled with the many 
advantages Weldwood offers — is why this pop 
ular line attracts more sales and greater profits 


wherever it is sold 


MECHANIX 
MALUSTRATED 


A FAWCEIT PUBLICATION = ae 
67 West 44th Street - New York 36, N. Y. 


BuILDING Propucts MERCHANDISER Circle No. 35 on Coupon, page 106 





What's Ahead in Mortgage Money? 


More funds will be available for new homes and home improvements in 


"57, but FHA and GI loans may continue hard to get in certain areas. 


Quick Look at the Mortgage Money Picture Ey Py Norman Strunk, 


Executive Vice 
President 

United States 
Savings and Loan 
League 


To find out what’s behind the 
problems of the lumber industry— 
and to determine the outlook for 
next year—it is necessary to ex- 
amine the status of home building 
and the situation in the money mar- 
ket. For the level of home build- 
ing depends in large part on the 
mortgage money supply, as well as 
the strength of home demand. 

Approximately 17% fewer houses 
have been started in the first nine 
months of this year than in the 
first nine months of last year. 

Home building began to taper off 
last October—just a year ago- 
after tremendous home building ac 

(continued on page 50) 
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Ask your imdependent 
fun: eau 
Cow, 
Prof * 


—— 


Seng 


~ EVANEER 
_ PlywooD 


Remi amen 


from this 


pair’ 


ee ee 


gay 871. eh dead ree pererayr 
“oe de + os : 


“> 


Your Evaneer fir plywood jobber can now pro- of your customers. Take advantage of your 

vide you with the beautiful and practical new independent jobber’s stock, and his merchan- 

line of Evanite hardboard. He can also show dising help, to reap the profit in this pair! 

you the profit potential of both hardboard and 

fir plywood . . . give you the advantage of his EVANS pRooucTs COMPANY, DEPT. $12, PLYMOUTH, MICH. 
Plants at Coos Bay, Gold Beach, Corvallis and 


ideas and experience . . . help you tap new and Roseburg, Oregon; Vancouver, B. C. Evans Sates 
Offices: Plymouth, Michigan; New York; Chicago; 


perhaps unsuspected markets. 
l'ampa, Florida; Coos Bay, Oregon 


Evanite hardboard comes in five interesting 
textures and its applications are many and 


varied. Your independent plywood jobber can 

: : sa cas DFPA grade-marked 
pet both Evaneer plywood and Evanite hard- 
board in the same shipment, giving you the PLUIWO00 ANDO MAROBQAND, for uniform quality 


745m 
tA 


5 NEW BLOND EVANITE HARDBOARDS EVANEER AND EVANITE ARE TRADEMARKS OF THE EVANS PRODUCTS COMPANY 


Evans 1s on associate member of the National Plywood Distributors Association 





advantage of a wide selection to satisfy all 


SMOOTH-BORD PERF-O-BORD DECA-BORD CORRU-BORD 











Burtorne Propucts MercHanpiser Circle No. 24 on Coupon, page 106 
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tivity in the first nine months. Each 
month this year has seen fewer 
houses started than in the same 
month last year, but the overall de 
cline for the year so far is no less 
than 17% 

In spite of this decline, however, 
the chances of reaching 1,100,000 
housing starts this year appear to 
be excellent. This means that we 
will produce more houses this year 
than in the years 1951, 1952, 1953 
and only 8% fewer houses than 
were produced in 1954 

Building larger houses. !t is also 
significant that the value or cost 
of new home construction is down 
only 11% in the first nine months 
of this year compared to the first 
nine months of last year, as against 
a 17% decline in the number of 
units 


This indicates we are building 
larger and better houses. This is 
natural because demand for new 
homes now comes largely from those 


who already have a home 


Likewise, we must remember that 
the total value of all new construc 
tion this year is 2% greater than 
it was in the comparable period of 
last year. That includes commercial 
and industrial construction and all 
types of public construction 


The construction industry gen- 
erally, then, is enjoying a very, very 
good year. Home building is the 
only phase of the construction in 
dustry that is suffering. Home 
building, of course, is the big lum 
ber user 


Let’s also look at the volume of 
home mortgage lending. The facts 
are 


Total mortgage loans on dwellings 
in the first eight months of this 
year were off only 3% compared 
with the first eight months of last 
year and, of course, the first half 
of last year was a record period 
This hardly gives evidence of a 
money shortage 

Life insurance companies made 
6% leas loans the first eight months 
of this year than last year. Mutual 
savings bank lending declined by 
leas than 1° and commercial bank 
lending is 8° greater this year than 
last year 

Only savings and loan associa 
tions have reduced their voiume of 
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loans appreciably this year as com- 
pared to last year-—-and that only 
10%. The reason IS NOT that we 
have been getting a lesser amount 
of savings. 


The reason for the decline in 
lending volume on the part of our 
institutions has been the fact that 
many of our associations did such 
an active lending job last year and 
they have had to take a breath this 
year and catch up to the growth of 
the last few years, building up their 
liquidity and paying off some of 
the money borrowed from the Fed- 
eral Home Loan Banks. 


As the result of a lower volume of 
lending, our institutions are now 
stronger than last year and it means 
we will be able to increase our vol- 
ume of lending next year. 


Why starts are off. Thus, in 
spite of the hue and cry about 
“tight money,” the fact of a sharp 
decline in the number of housing 
starts is not entirely due to less 
money being poured into the home 


mortgage market. We have to look 


elsewhere for important reasons. 
All the decline in housing starts 
and the problems of the lumber in- 
dustry cannot be laid at the door 
of “tight money.” 


While the total volume of home 
mortgage loans has decreased only 
3%, the total volume of FHA and 
GI mortgages, however, has dropped 
12% for the first eight months of 
this year. In recent months the 
decline, compared to last year, has 
heen greater. Because of the lower 
fixed interest rate on these loans, 
lenders with alternative means of 
investment, are channeling their 
funds into investments which offer 
a higher return 


Economy expanding. As pre 
viously pointed out, new construc 
tion is greater than ever as we build 
more schools and highways and as 
we build and expand our industrial 
plants. Consumer spending for auto- 
mobiles, washing machines, freez- 
ers, TV sets and for food, clothes 
and travel is huge. This tremendous 
prosperity takes money and the 
problem has been to find the money 
to finance our tremendous rate of 
economic activity without in effect 
printing money. 


The only real source of money to 


= 


ne > 


finance home building and other 
phases of economic expansion is sav- 
ings. Fortunately, we are a thrifty 
nation. Individuals on the average 
save 6-8% of their income and 
American business also saves to pay 
for expansion almost half of what 
it earns. The trouble is that we 
don’t have enough accumulated sav- 
ings to match the current demand 
for funds. 


Actually, lending is greater this 
year than last year. I mentioned that 
borrowing for home building and 
home purchase is off only 3%. Con- 
sumer credit is still growing. Loans 
to business by commercial banks in 
September were considerably great- 
er than in September, 1955. More 
corporate securities have been sold 
this year than ever before, 15%, 
so far against the 1955 record. 

The problem is that the distribu- 
tion of resources is never perfect. 
When there is vigorous competition 
for money, as there is today, not 
everyone can get all the money he 
wants. A part of this imperfect dis- 
tribution currently affects the home 
building industry. 


Contributing to a slowdown in 
home construction, financing was 
the decline in the popularity of the 
FHA and GI loans, which because 
of their fixed-interest rates were 
not as attractive to investors, who 
could get a higher yield on their 
investments in other fields during 
this period of rising interest rates. 


Another thing to remember is 
that last year’s tremendous home 
buying pace took much of the steam 
out of this year’s market just as 
record buying of automobiles in 
1955 affected this year’s sales of 
new cars. 


Improvement ahead. [n 1957, 
most signs indicate that the home- 
building industry should be ready to 
start climbing once again. 

In the first place, the evidence 
is that the money supply next year 
will be improved in a number of 
ways, although not enough to pro- 
duce another home building year 
like 1955 

For another thing, the nation’s 
6,000 savings and loan associations 
should be able to make more loans 
next year than we have this year. 
The prospect is for continued, al- 


(continued on page 52) 
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ie BEE-LINE FOR \/-LINE! 


y i N NEW MILLERS FALLS V-LINE HAND TOOLS PROVE 
OUTSTANDING PROFIT MAKERS FOR DEALERS EVERYWHERE 


Introduced only a short time ago, V-Line 


FREE SALES AIDS help to promote your ccesneaptlne y “1 engpe ss pany 


tomers appreciat« value proles 





. ° sional quality tools at popular prices. And 
store, increase your sales of V-line tools deslete reenanine tet tapeslte advange al 


V-Line merchandising for volume and profits 
in today’s mass-market selling 

The compact, colorful (black, red, and 
yellow), V-Line Merchandising Unit, shown 
=... above, effectively displays for impulse buying 


> a ‘ : 
<a = an assortment representing 75° of all hand 


tool sales. And each V-Line tool is of tradi 
Display Cards, in some Consumer Catalog, in Pressure-Sensitive Decals , 
black, red, and yellow of V-line color scheme, pic are eye-catching reminders tional Millers Falls quality, and selected for 
the Merchandising Unit, tell tures and describes entire to buy V-Line tools from 
customers that you carry this line. Makes on attractive you. Some small, some large . 
nationally -known brand counter giveaway, or can be just press them into place As so many others are doing, let V-Line be 
Millers Falls V-Line Tools folded and mailed on windows, doors, walls 


its customer appeal and fast turnover 


the heart of your hand tool department, Full 





details may be obtained from your jobber, 
= 
ae MILLERS FALLS COMPANY 
oa Dept. AL-2 

Greenfield, Massachusetts 


=< -_ or writ direct 


—— | 


Newspaper Ad Mats, on TV Announcements offer 
Radio Commercials, brief each of the 25 most popular the most dramatic form of 
but convincing, get the V V-Line tools Secide am advertising available today 
Line message to mass ovdi easy, effective way to ad Three one minute scripts are 
ence at low cost. Three one vertise both the V-Line ond available, to use on your 
minute scripts available your store local stations 


FOR \VALUE AND \/OLUME.. . IT’S \Y-LINE 
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What's Ahead in Mortgage Money? 


sty itt 


though not spectacular, growth of 
savings in 1957 and this will pro 
duce more money for home building 

The federal government is not ex 
pected to tap the money markets 
for new funds next year and the 
demands of industry for capital 
funds should not be as great as in 
the current year. At least, the rate 
of expansion through borrowed 
funds is expected to slow down. 

I think also the insurance com- 
panies and the banks will be able 
to at least sustain their present 
lending volume, so that all-in-all 
there should be somewhat more 
credit for home building next year, 
but at a rather high price. 

The real estate market the coun 
try over is very sound and with few 
exceptions any excess of houses in 
the market will be worked off within 
the next few months 

If the builders show some imagi 
nation and bring out some new 
models as the automobile manufac- 
turers are doing this year, I think 
the housing industry can bounce 
back so that next year will be a 
better year in homebuilding than 
this year. And, accordingly, the lum 


ber industry’s position should im- 
prove, 

There is only one problem, and 
that lies in the FHA and GI loan 
programs. These have been hard 
hit and may continue in the dol 
drums and that will affect home 
building, especially in areas that 
depend largely on eastern money. 

Fortunately, however, almost 
every community has a savings and 
loan association that specializes in 
making conventional loans. When 
interest rates go up and FHA and 
GI lending is difficult or unprofit- 
able, they can take up the slack with 
conventional lending, thus con 
tributing to the stability of the 
home building industry 


Remodeling market. In closing, 
I would like to point out the vast 
possibilities for sale and profits 
which seem to lie ahead for lumber 
dealers engaging in home improve- 
ment work. A host of factors indi 
cate that the level of home improve 
ments should expand vastly in the 
years ahead. 

With the entire housing industry 
supporting such promotion pro 


grams as “Operation Home Im 
provement,” and “ACTION,” with 
both business and all levels of gov- 
ernment becoming increasingly con- 
cerned with the rehabilitation of 
existing neighborhoods and proper 
ties in order to prevent blight, and 
with families getting bigger and 
bigger every year, there is no ques- 
tion that more and more home addi- 
tions, modernizations, and repairs 
are going to be made in coming 
years. 

Further contributing to the home 
improvement outlook is development 
of specially-tailored financing meth 
ods. Our institutions, for instance, 
are doing more property improve 
ment lending each year. Not only 
are we actively participating in the 
FHA Title I program, but we are 
also granting more and more of our 
own private property improvement 
loans. 

Further paving the way for more 
and more improvement of existing 
property is the granting of “open 
end” mortgages by our institutions 
This will mean more business for 
lumber dealers in the years ahead 
when borrowers find they can get 
low-cost financing with a minimum 
of red-tape to pay for improvement, 
modernization or expansion of the 
new homes they are buying today 





ADEA-A-MINUTE 


Promotes Oak Flooring 

We made arrangements with our 
contractors who specialized in lay 
ing oak flooring and advertised that 
we would sell oak flooring installed 
at a packaged price. We sold out our 
entire inventory and had to order 
more William Beach, assistant 
secretary, Lampson Lumber Co., 
Inc., New Haven, Conn 


Pushes Kiln Dried Stock 

We feel that if the dealer buys 
the best products and does a selling 
job on them, the dealer makes more 
money, the customer gets greater 
benefits and the entire industry gets 
a lift. 

We recently began pushing kiln 
dried lumber. The sales angle we 
are using is this: 

“You can’t trade in the lumber 
used in the construction of your 
house. You should start with the 
finest kiln dried stock with a guar 
anteed moisture content. With our 
guaranteed kiln dried lumber, you 
avoid trouble with floors, walls and 
ceilings that often results in later 
years from improperly cured lum 
ber.”-—Charles T. Heberle, Jr., own- 
er, Building Center Stores, Inc., 
Gloucester, Mass 
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Classifieds on Post Cards 


We run dozens of classified ads 
under many headings because we 
consider them a real sales booster 
Whenever I get an idea for a classi 
fied ad, I type it out on a post card 
and mail it to the paper. The paper 
runs the ad and bills me at the end 
of the month. The system helps in- 
sure accuracy and saves plenty of 
time otherwise spent on the tele 
phone Charles T. Heberle, Jr., 
owner, Building Center Stores 


Mass 


’ 


Gloucester, 


Profit Opportunity Seen 


As a wholesaler studying the re 
sults of the Cost of Doing Business 
survey compiled by the Western Re 
tain Lumbermen’s Association, it 
appears some dealers are missing 
one method of boosting their net 
profit. The survey shows a Dis 
counts Earned figure averaging 
from 0.5% to 0.9% This is too 
low. 

A dealer can borrow money from 
his bank to enable him to take his 
2% cash discounts from suppliers 
and still permit him to carry his 
contractors on open account te 
member that the 2% cash discount 
each month amounts to 24% per 
year. Thus, by borrowing to pick 
up discounts, the dealer will be 
money ahead.—-Treve Jones, man 
ager, Pacific Yard Service, Portland, 
Ore 





Sultan Size Inventory 

Most retail building materials 
dealers actually are 8 to 10 dif- 
ferent businesses under one roof 
We are trying to capitalize on this 
idea in our advertising 

We are currently 
“Sultan Size Inventory” theme and 
a “One-Shop Stopping” theme. We 
utilize a cartoon Sultan character 
in our advertising to help put across 
the idea. And, we point out in our 
advertising that customers § can 
come here and in one stop get every 
thing they need for their home, 
garden and boat Charles T. Heb 
erle, Jr., Building Center 
Stores, Gloucester, Mass 


featuring a 


owner, 


Lu-Re-Co Wins Sale 


A man came into our yard with 
the blueprints for a basementless 
prefabricated house he wanted to 
build. We showed him our plans for 
Lu-Re-Co homes and convinced him 
he would be better off with a house 
that had a basement. If we had sold 
him the materials for the prefab 
house he wanted, the total sale 
would have been $3,500. Using the 
Lu-Re-Co system, our total sale 
amounted to $6,500. Charles E. 
Hopkins, Harris Lumber Co., Inc., 
Providence, R. I. 
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Look What 
Medco Offers You! 


A long-time tree-farm source of supply. Precision 
milling, scientific kiln-drying, dependable grading 


and inspection, careful loading, prompt service 


And five great species to select from-—Douglas Fir, 
Ponderosa Pine, Sugar Pine, White Fir, Incense 
Cedar—with an unexcelled assortment of items in 


mixed or straight cars 





For top values in lumber 
Preferred 


order MEDCO the 
Quality Lumber 


always 





OLD GROWTH DOUGLAS FIR 
Kiln Dried Floorings, Siding 
Finish and Mouldings 
Kiln Oried 5/4, 6/4, 8/4, 10/4 
2/4, 16/4 Industrial Ciear 
easoned Board S/L & CM 
Dimension & timbers 


PONDEROSA PINE 
Kiln Dried Finish and Mould 


] 
Kiln Dried 4/4, 6/4, 6/4, 6/4 
Kiln Dried Shog and Factory 
umber 
Kiln Dried 4/4, 6/4 Commons 
Knotty Pine Pane ng 





MIXED CARS AND 


STRAIGHT CARS 


WHITE FIR 


SUGAR PINE 
Kiln Dried Finish 
Kiln Dried 4/4 to 16/4 Indus 
o! Shop, Selects and Pat 


INCENSE CEDAR 
Kiln Dried 4/4 Finieh 
Kiln Dried Panelling 
Kiln Dried Boards—$4$-5/L-CM 








BUILDING PRODUCTS 


Let us put your nearest MEDCO representative in touch with y 


MERCHANDISER 
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EXCLUSIVE DEALER REPORT 


Aim for 33% Sales Boost 


Sales goals set by volume cate- 


gories by California firm. 


We are shooting for a 33% in 
crease in volume in 1957 and we are 
looking for a comparable increase 
in net profit 

In addition, we have set up sales 
goals for the products in each gross 
margin category. We have grouped 
all of the items on which we make 
one-third gross margin and more 
and we are planning our 1957 sales 
program so our volume in these 
items will be 38% of our total sales 

At the other end of the scale, 
there are some items on which our 
gross margin is but 16%; we have 
to handle these items as a service to 
our trade, but we plan to have these 
make up only 7% of our 1957 vol 
ume 

In this way, by planning for a 
339% increase in volume, we also are 
planning for an adequate increase 
in net profit 

New retail store. Our newly 


modernized and enlarged retail 
store was opened for business De- 


cember 1. The structure gives 150% 
more retail store selling and display 
space than was available previously. 

We have installed piece pricing of 
lumber and find it works well. Sales 
of large quantities of lumber, how 
ever, are made on the board-foot 
method. We segregate our carload 
sales of lumber and roofing in an ef 
fort to be realistic in allocating 
overhead costs.—F rank Heard and 
Douglas Motroni, Motroni Lumber 
Co., W oodland, Calif. 


New Showroom Helped 


Specialized selling and adequate 
mortgage money also helped Mas- 


sachusetts dealer. 


Our gross sales in 1956 were 10% 
higher than in 1955 and our net 
profit was also ahead. Main reason 
for the increase was a new show- 
room and an expansion program 
which has doubled the size of our 
yard in the past two years. 

Our sales increases were evenly 
divided among contractor and 
homeowner trade. We are in an 
extremely fast-growing area and 
this has helped our sales consider- 
ably. Price-cutters took over the 
window and door business around 
here, so we increased our sales 
efforts on lumber, roofing, siding 
and general hardware. 

The tight money situation has 
not affected us in this area. The 
established contractors can still get 
adequate financing. 

We are optimistic about 1957; 
saleswise, we believe 1957 will be 
as good or better than 1956.— 
Donald Askin, president and treas- 
urer, State Lumber Co., Inc., Saxon- 
ville, Mase. 


Sells House Package 


Pennsylvania dealer steps up his 


advertising, too. 


Our gross sales for 1956 were 
9.6% higher than in 1955 and our 
net profit was correspondingly high- 
er. Our sales were up because we 
pushed our yard-fabricated house 
packages and we did more advertis- 
ing than ever 

We've been selling wall panels 
(up to 20’ long) and roof trusses 
for our package homes since 1948. 
In 1956, we acted on Art Hood’s 
suggestion and increased our ad- 
vertising budget. We invested 144% 
of our gross sales. We sold 100 
package homes. The materials for 
the homes ranged from $4,000 to 
$7,000 each; finish price of the 
homes ranged from $12,000 to 
$18,000. 

Other factors that helped our 
sales included revamping our show 
room; furnishing reliable services 
to customers; intensive direct mail 
program and the healthy economy 
In our town. 

The tight mortgage money situ- 
ation has slowed the builders down 
a little lately, but, the customer 
with a decent down payment can 
still buy a house. 

For 1957, we have set a minimum 
goal of 91% of our 1956 sales. We 
plan to invest half of our advertis- 
ing budget to promote more pack- 
age remodeling sales with the OHI 
theme. We believe we will be able 
to keep our sales up if the housing 
market drops—C. G. Ryan, presi- 
dent, J. D. Bogar Iumber Co., 
Lancaster, Penna. 


(continued on page 58) 
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Greater UNIFORMITY of GRADE 


SPELLS GREATER BEAUTY, 
PERFORMANCE AND ECONOMY WITH 


PAL ©C@ Architectural Quality Redwood 


VERTICAL GRAIN GRADES 
CERTIFIED DRY 
(i) as 


The very finest available. 
Vertical grain that can't shell 
out'’—rich redwood colorings 
throughout — the full benefit 
of all features found only in 
heart redwood. 











CERTIFIED ORY 
A GRADE V.6. 
PALCO” REDWOOD 





A selected grade of vertical 
grain containing some clear 
sapwood — unsurpassed as a 
paint surface — often chosen 
for decorative value of color 
contrasts where more durable 
heart qualities are not essen- 
tial 


Redwood is so different from any other lumber 
that it requires its own unique grade marks. Whereas 
“A Grade” compares with the top grade in other 
soft woods, redwood offers an even higher quality in 
“Clear Heart,” with its exclusive properties of resist- 
ance to weather, insects, decay, swelling, shrinkage 
or warping. 

Performance of redwood is vitally dependent on 
specification of the proper grade for each job. Through 


FLAT GRAIN GRADES 


CERTIFIED DRY 
CLEAR HEART 
PALCO’ REDWOOD 











The finest flat grain available, 
with full benefit of all heart 
wood quolities. PALCO Archi 
tectural Quality features the 
pattern surface cut from the 
bark side to prevent raised 
shell grain 


CERTIFIED DRY 
A GRADE 
PALCO” REDWOOD 





Where clear heort is not re 
quired, painting is indicated, 
or decorative color variation 
is desired, A Grade contain 
ing some sapwood may be 
specified. PALCO Architec 
tural Quality again insures 
controlled manufacture to 
prevent ‘shell out 


the most rigidly controlled manufacturing in the 
industry, PALCO Architectural Quality offers the 
highest uniformity of grade — plus the fact that all 
resawn siding is vertical grain, and flat grain produc 
tion is controlled so that pattern is run on the proper 
face, thus avoiding raised shell grain even under 
severe exposure. Only PALCO gives you this assur 
ance yet it costs no more 


PALC®O 
- 





See Sweet's Architectural File, or send coupon for your 
personal copy of this aid to redwood specification — 
and informative booklet ‘From Out of the Redwoods" 


THE PACIFIC LUMBER COMPANY 
100 Bush St., San Francisco 4, Calif.—~Dept. AL 


Please send me without obligation 
o write for copy 


| 
| 
| 
! 
; 
THE PACIFIC LUMBER COMPANY | 
| 
| 
! 
! 
| 
! 


Be Reprint of Architectural File Bulletin outlining specification 
data, PALCO Redwoed patterns, sitet, gradet, grains, otc 


7? From Out of the Redwoods colorful booklet showing 


ad J how PALCO Redwood and Redwood Products are produced 


NAME 


Since 1869 « Mills at Scotia, California 
TITLE 


35 E. Wacker Drive 
Chicago | 


100 Bush Street 
San Francisco 4 


2185 Huntington Drive 
San Marino 9, Calif 


COMPANY 
ADDRESS 
city 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


BUILDING Propucts MERCHANDISER Circle No. 27 on Coupon, page 106 





Here's window beauty 
for every season! 











Andersen \Windowalls 








Andersen Gliding Windows in an Illinois home. Paul MacAlister. de 


Wintry winds won't cause cold drafts around these fine Andersen 
Gliding Window Yet, these wood window units provide a sweeping 
view of the outdoors. And, in warmer weather, they glide easily in their 
plastic tracks open wide to admit oceans of fresh air! Like all Andersen 
WINDOWALLS, these Gliding Units are made of toxic-treated wood to 
provide natural insulation against both heat and cold natural window 
beauty that blends with any interior design 


For information on sales opportunities with Andersen WINDOWALLS 
see your WINDOWALI distributor or write Andersen WINDOWALLS are 
sold throughout the country, including the Pacific Co 


Visit Andersenin i th #901 at the NRLDA Cor 


ANDERS ORPORAT 
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Cultivates Project 
Builders 


Delaware dealer offers three spe- 


cial, profitable services. 


For the first 10 months of 1956, 
our sales were 15% greater than yor 
the same period in 1955, Our net 
profit also is larger because we held 
the line on expenses 


Most of our increase came from 
sales of materials to project build- 
ers in the 50-homes-or-more cate 
gory. We increased sales to the proj 
ect builders by offering the builders 
pre-primed windows and millwork; 
pre-hung interior and _ exterior 
doors; precut packaged window 
trim. The priming increased our 
window sales 25% and we had the 
same increase in door sales because 
of the pre-hung feature 


We went into the priming busi 
ness in a big way. We built a fire 
proof building and installed spray 
ing and ventilation equipment. We 
charge builders about $1 for prim- 
ing a double-hung window unit; cost 
to us is about 60¢. The project build- 
ers don’t mind paying the extra 
price because the service saves them 
the trouble and cost of calling in 
painters to do priming during con 
struction 


Time-Saver. The window trim 
is pre-cut in our shop to the build 
ers’ specifications. The trim is pack 
aged by wrapping with a paper 
tape. Each bundle is marked for 
glass size. The builder saves consid 
erable time, and he saves about 10% 
on waste which occurs when trim is 
cut on the job site. 


We recently opened a self-selec 
tion mart for building materials 
sales to consumers and contractors 
We converted an old, end-pile shed 
by installing 20 display bays with 
a garage door over each. The mart 
will help us increase our sales in 
1957 

For 1957, we believe we will hold 
our own on sales. The tight money 
situation is starting to pinch our 
project builders now. The builders 
may not erect as many homes in 
1957, but the homes will be larger 

James T, Eliason, sales manager, 
J. T. and L. EF. Eliason, Inc., New 
Caatle, Del 
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Spurns Project Builder 


Discovers better business with 


custom builder, remodeling con- 


tractor and homeowner. 


Our gross sales 
in 1956 were 
15% ahead of 
1955. Our net 
profits were also 
ahead. Main rea- 
son was because 
we quit paying 
so much atten- 
tion to the proj- 
ect builders, and 
started concen 
trating on more sales from custom 
builders, remodeling contractors and 
homeowners. 

We were successful with the 
package approach to the high-profit 
custom builder trade. We went into 
real estate as a service to the cus 
tom builders, bought 24 lots and 
purchased 22 acres, which will be 
subdivided. We gave the builders 
full services. By using Art Hood’s 
compensatory pricing, we found we 
could get our fair mark-ups 

We also used the controlled-sale, 
package approach on remodeling 
We had the small contractors regis 
ter with us when they needed jobs; 
as soon as calls come in we put them 
to work. We gave remodeling cus- 
tomers full service. We maintained 
a list of reliable sub-contractors for 
electrical, plumbing and heating 
About 90% of the remodeling con 
tractors and subs have cooperated 
with us. They are willing to pay full 
markup because of our services; 
and, they were willing to charge 
our customers reasonable rates for 
their labor. 


R. L. Tambussi 


Promotes remodeling. We were 
successful in 1956 in promoting 
packages with the OHI theme. As 
part of this trade, for example, we 
sold three times more knotty pine 
paneling than we sold in 1955. Our 
remodeling package sales ranged 
from airplane cabins to cafeterias 
and from conventional homes to 
motels 

We also were successful in spe 
cialty sales. We acted as an agent 
to furnish storm window sales leads 
on a commission basis and this 
proved highly profitable. We estab- 
lished a flooring department and a 
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plastic laminate installation depart- 
ment. In general, we encouraged our 
salesmen to concentrate on selling 
the products with the best mark- 
ups. 

We believe the strong finish on 
our 1956 sales will give us an ex- 
cellent carry-over into 1957,—Rich- 
ard L. Tambussi, secretary and 
treasurer, Windsor Locks (Conn.) 
Lumber Co. 


Will Reduce Costs 


Western firm installs self-service 
as one method to keep overhead 


down. 


We must first 
reduce our cost 
of selling. 

Our recently 
completed self- 
service store is 
an example. We 
are also looking 
to impulse sell- 
ing to reduce our 
costs. 

All our paint W. T. Reble 
and hardware items are displayed 
and price-marked so the customer 
can find what he wants quickly, see 
what it costs and take it to the 
check-out stand for payment. Num 
erous small building items are price- 
marked and displayed in the store, 
in addition to the paint and hard- 
ware items 

Directly behind the store, we plan 
a building material salesroom of 
some 4,400 square feet floor area 
for pick-up stocks of roofing, var- 
ious types of cement, doors and 
windows, panels and other building 
products. 

All of these products will be han- 
died in display and stock just as if 
they were the same as small im- 
pulse-type items. 

We broke sales records this past 
year, but we haven’t made the profit 
we should. We have been taking the 
profit offered us, rather than deter- 
mining it ourselves. We will use 
easy financing as a potent sales tool 
in 1957. We have been successful in 
arranging instantly available fi- 
nencing for customers and this ar- 
rangement will continue.—-Wendell 
T. Robie, General Manager, Auburn 
(Calif.) Lumber Co. 
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RETAIL MANAGEMENT TEAM for Diamond Match, left to right: C. E. Hinshaw, general 


manager; L. J. Motta, assistant manager of yards and stores; K. L. Brownell, manager of 


retail 


R. E. 


eissler, division comptroller. 


ards and stores; W. J. Harris, merchandising manager and director of purchases: 


Diamond Match Sets Sales Goals 


California firm aims at 20% re- 
turn on investment; details of 


new incentive plan. 


Goals have been set for each yard 
in which net profit and inventory 
figure strongly. Our firm aims at 
a goal of 20% return on investment. 

We are adding new longer-profit 
merchandise and we are also start- 
ing a sales training program to help 
promote these new lines. 

On the physical side, we are 
modernizing six of our old-style 
‘muzzle loading’ narrow stores into 
stores, which are wider and shal- 
lower. Old-time sheds are being re 
modeled. Other yards are being fixed 
up and repainted. 

We have set up a central purchas 
ing-selling plan, which we expect to 
help maintain inventories at the 
most efficient level for maximum 
sales and turnover. 


More mechanical equipment. 
We have selected the yards we be- 
lieve offer the greatest potential for 
mechanization and will install me- 
chanical handling equipment. We 
are using 21 lift trucks and plan to 
add more. 

We have installed an incentive 
plan for all employes. Yard man- 
agers can earn up to 30% of their 
annual salaries by achieving cer 
tain goals based on sales, turnover 
and collections. 

Every employe is being used and 
trained to initiate and complete 
time-payment sales. Their commis- 
sion on these sales is equal to 1% 
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of each time-payment sale of ma 
terials. This commission is added 
to the paychecks on the payday fol 
lowing the sale. 

Total sales volume of the 63 
northern California retail lumber 
yards of The Diamond Match Co 
has been maintained this year in 
the face of a drop in sales to con 
tractors. 

Consistent advertising in the last 
three years account for the contin 
ued growth of our consumer sales 
For example, we are now circulating 
60,000 paint brochures, which we 
expect to pay off in increased paint 
volume. Our newspaper ads will con 
tinue to stress time-payment plans 

Charles E. Hinshaw, general man 
ager, retail division, The Diamond 
Match Lumber Co., Chico, Calif 


Pushes Credit Plan 


Really stimulates business, says 


Seattle dealer. 


Although our 
contractor sales 
volume dropped 
yourself trade 
have been ris 
ing 
this year, sales 
to homeowners 
and the _ do-it- 

In preparation 
for the increased 
volume of home 
owner business expected in 1957, 
we began making use of a revolving 


W. Mattson 


credit plan during the second half 
of 1956. We are very pleased with 
the changeover. The slow accounts 
to whom we have offered our revolv 
ing credit plan have accepted it and 
have started making regular month 
ly payments. This brings them back 
as active accounts and restores 
them as customers 

We are using ledger sheets of a 
different color in a separate ledger 
for our revolving credit accounts 
We know it will speed up collections 

The revolving credit plan being 
used at Logan Lumber Co. was de 
veloped by the Western Retail Lum 
bermen’s Association and is being 
widely accepted by retail lumber 
dealers in the western states 
Wayne Mattson, Logan Lumber Co., 
Seattle, Wash 


Tight Money, Helps 
Fix-up Sales 


lowa dealer reports home im- 
provement sales increasing. Will 


push fix-up market in ’57, 


Our sales of home building ma 
terials packages were up during the 
first half of 1956, then dropped as 
mortgage money tightened. On the 
whole, we've done well this year and 
we expect a stable market for home 
packages next year. Possibly about 
100 homes 

There's a pent-up demand for 
housing in the Clinton area, espe 
cially in the middle, or average-in 
come group. If Congress will loosen 
the mortgage money market we'll be 
in a position to get into action and 
fill this demand 

Surprisingly, the tighter mort 
gage money market has boosted our 
home improvement sales. We've 
picked up a considerable amount of 
remodeling business during the past 
year and we're planning on lining 
up a promotion campaign to capital 
ize on OHI next year 

We’re planning on remodeling one 
of our trade-in homes and adding a 
room addition With before-and 
after pictures, we feel we've the am 
munition for a hard promotion cam 
paign 

Though a lot of our home building 
business is governed by the avail 
ability of financing, I feel next year 
will be a good one.—John Banker, 
Home Consultant, Eclipse Lumber 
Co., Clinton, lowa 
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Cash Sales Up 150% 


New store has enabled Washing- 
ton state dealer to expand all 


along the line. 


We used to feel 
customers would 
resent nice sur 
roundings in the 
lumberyard 
Now that we 
have our new 
store with its 
fine appoint 
ments, we find 
our cash store 
sales already are 
up 150% and we expect a 50% in 
crease in total retail volume in 1957. 

Our new facilities have enabled 
us to increase our retail inventory 
about 50%. We have added lines and 
expanded our rental tool depart 
ment. We have increased our stock 
of hardware, added floor coverings, 
plumbing and electrical supplies 
that we didn’t have room for in the 
old store 

In the first full month in the new 
our retail sales were 52% 
over the same month a year ago. 


Vv. L. Johnson 


store, 


Sees big market. Available data 
shows a 1957 sale potential per 
family for retail lumberyards in the 
Olympia market of $440, In other 
words, all of the residential new 
construction, remodeling and mod 
ernizing, known and predicted for 
1957, divided by the number of 
family buying units, comes to $440 
per family. There are 14 lumber 


STEEL SQUARE 


Gilbert Tewnsend + 42.60 


True measurement in construction le not only « 
Mecesrity, it je a ehill) With thie Beek, the young 
eargenter learns the many uses of, and hew te use 
securately, his mest valuable measuring teel the 
steel square, Includes illustrative preblem, from 
start te finish, of heuse construction. Indesed by 
individwel jobs for easy reference. 112 pages 


160 GLUING QUESTIONS AND ANSWERS 
Trhemas D. Perry . 1.60 


Helps your sales staf erpiain product construction 
feetures, and previde the 


i pressing, testing of give joints, core preb- 
ferme as well ac plyweed and veneer 


60 


yards in the area. If we get our 
share, 1/14 of this volume, we would 
do 12 times our 1955 volume. 

We have organized our retail de 
partment into several units.A sales 
manager supervises the overall sell 
ing work. Department managers are 
responsible for the performance of 
each of the three units—building 
materials, hardware; electrical and 
plumbing; and paint. 

Our millwork department faces a 
busy year ahead, with large orders 
expected on neighboring military 
installations, also commercial, edu 
cational and industrial construction. 

V. L. Johnson, president, Hyak 
Lumber and Millwork Co., Olympia, 
Wash 


Net Profit Up; 
Volume Down 


Illinois dealer shaves operating 


costs to maintain profits. 


Though our 
gross sales were 
down this year, 
we've increased 
our net profit by 
watching our 
selling and op- 
erating costs 
closely. 

By stressing 
package sales 
next year I feel 
we can inerease our volume. Our 
initial venture into Lu-Re-Co this 
year was a 20-unit motel and it drew 


J. Brown 
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THE WOODS YOu USE 


Reprinted trem Weed and Wood Products $1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articies gives you @ quick complete picture of 
thete leading woods, including sou gereral prop- 
erties and specific commercial uses 


COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukechhea and Rene $1.00 


Using the simple charts in this book you can auick- 
ty identify any important commercial hardwood 
with just the naked eye and « hand tens. Makes it 

vate red and white oak, birch, beech and 
maple, red gum and mahogany, Philippine and true 
mahegeny, cottenweed, buckeye and black gum; 
other confusing weeds. 24 gages. 


} 
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so much interest that we've been en 
couraged to build Lu-Re-Co homes 

We've just completed five pilot, 
model homes on a subdivision near 
the edge of Streator. With a little 
promotion, and having land and fi- 
nancing available, we’ll be in a good 
position in '57. 

We learned a lot about package 
selling in 1956. By being in the po 
sition of specifying materials we 
can move slow-moving items from 
our inventory. With Lu-Re-Co con 
struction we can also move a lot of 
shorts and odd lengths and sell them 
at a premium price. So in 1957 we're 
going to promote Lu-Re-Co and also 
home improvements and it looks 
like a good year ahead Jim 
Brown, Ames Lumber Co., Streator, 


Ill 


Fix-Up Business 
Keeps Volume Up 


Home building starts in this area 
were good till early July, then they 
nosedived. We had a slight pickup 
in October as contractors rushed to 
get buildings under roof before the 
weather set in. 

During the past 18 months home 
improvements have been the back 
bone of our business. This may be 
due to OHI promotion, or the fact 
that homes built during the past 10 
years are in need of improvements 

In 1957, we plan to capitalize on 
this market and a good part of our 
advertising budget will be used to 
promote fix-up business. ut 
Church, Jr., Walworth (Wis.) Lum 
her Co. 
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NEW WARDROBE HEADER 
Cuts Costs Saves Later: 


Series 1900 


es — 


a a 


Patent Pending One pi 
e ece 


for wardrobes 
and | 


sliding doors 


using ° 
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MATERIALS 42” — 
AND 1%” DOORS 


WALL 
A ” 


FOR ALL 
FOR 


prefabricated adjustable wardrobe header assembly, i 
Series VO5O 
and 1% 


j } ! 
wtallation costs while 
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Scotti and wood nailing 


sliding door hardware 
Completely packaged Kenna-pak 
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ng 
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and liding door irdrobe 


Eliminates Door Cutting 
Kuy ore f me doors ¢ 


headre llown f une of 


CUTS COSTS — SAVES LABOR 


Parts vs. Pieces 
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CORPORATION 
ARY OF EKCO PRODUCTS ¢< 
ELKHART, INDIANA 

Kennatrack Corp Lid., 417A Birchr 


K: 


A $ueésiod OMPANYT 


In Canada Canada Toronto 


Propucts MERCHANDISE! 
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Circle No. 28 on Coupon, page 106 


Adds Beauty 


fina-pak 


| 
Kenna-pak steel header takes 
minimum headroom. Eliminates 


fascia and cutting of doors—stand- 
ardizes all door opening heights 


header and hardware 


’ 


4 


Adjustable Kenna-pak is nailed 
flush with side jambe. 


elu UM Ct ee 
jambs into place 


ADDS TO BEAUTY OF INSTALLATION 


+ one 


rm 


With Scottie Series 2080 hardware 
set to doors a neat installation 
is completed 
SERIES 1900 for standard jambs. 
SERIES 1990 for adjustable jambs. 
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American Lumberman Exclusive 


Dealers Look Forward 


to Good Year 


Coast-to-coast survey by American Lumberman reveals what dealers expect: more 


remodeling and commercial business; also stepup in consumer trade while new home con- 


struction and farm sales stay below par. 


Dealers across the country have big plans for 
next year 

A Coast-to-Coast survey of hundreds of dealers 
by American Lumberman indicates the scope 
of the dealers’ thinking for '57. One thing it 
seems to prove is that dealers are looking ahead 
of next year and the year after. Their plans for 
the physical improvement of their property indi 
cates rare foresight 


Most dealers had a good year in ‘56. Some 62% 


of the dealers queried throughout the country 
reported a good-to-excellent year with 14% of 
the dealers classifying the past 12 months as 
“excellent.” 


Good business ahead. Good business will con 
tinue and actually improve in some categories 
next year, dealers feel, with one major exception 
new home construction. A total of 22° of the 
dealers said they believe their new home business 
will be down in 57; however, 15°) of the dealers 
expect an increase and 63° expect new home 
business to remain about the same 


On the other hand, remodeling is expected to 
show a decided gain, dealers said. Some 44% 


anticipate a gain in this department. Consumer 
business is on the upgrade, too, dealers feel; some 
34% expect a pickup in this phase of their oper 
ation. The farm market continues far from satis- 
factory; 18% of the dealers expect improvement 
in '57, but 16% anticipate a further drop-off 

Contrary to overall national surveys of the 
anticipated commercial market, the retail lumber 
dealer is expecting more jobs in this department 
of his business, 30% of the dealers expecting a 
gain next year 


Plant improvement. The post-war trend to 
ward better stores, warehouses and efficient office 
and yard equipment continues unabated. Some 
23% of the dealers are planning new showrooms 
and 48% are planning some kind of remodeling; 
new sheds or warehouses are being planned by 
27% of the dealers and 57% are planning to 
improve this part of their property in some way 

An interesting footnote in this connection is 
the fast-growing trend toward bargain sheds 
Some 20% reported that they already had bargain 
sheds in use and 60% said they planned one 

Motor trucks are No. 1 on the list of new equip 


(continued on page 64) 
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Garden 1 House 
Pattern #249 


The Power of the Pattern 


STEP #1. A man learns to drive a car. Step #2. He soon buys 
a car. Step #3. He buys some accessories. Step #4. He is now 
a year-round customer for gas, oil, tires, batteries, car service 


in general 


STEP #1. A woman learns to sew. Step #2. She buys needles 
thimbles, thread, fabrics, patterns, a sewing machine. Step #3 
Each new dress makes her a prospect for new gloves, hat, purse, 
shoes. Step #4. She is now a year-round customer for a whole 
range of patterns, fabrics and accessories 


In each case, a chain reaction got started. It started with a new 
kind of know-how — a method, a pattern, for doing something 
different and interesting And here's where the Lumber Dealer 


enters the picture 
STEP #1. A man 


and immediately realizes that he can 
Step #2. The pattern tells him to go to his 


or woman discovers Easi-Bild* Patterns 


build something east) 
and profe sstonally 
Lumber Dealer and buy some lumber, some Homasor 
nails, some paint—the full order is completely detailed. He does 
Step # 3. He builds a lawn chair, a chest, a bookcase 
He suddenly discovers that he’s actually 


SOM 


d fool shed 
#273 Carport 
good” at putting building materials 

together. Step #4. He 
round customer for new and ever big 
ger projects—with new patterns, new 
bills of materials. And Step # He 
talks about his new know-how, cx 
hibits his handiwork, crows over his 
achievements and tells his neighbors 


is NOW a year 


A 1 

about his new friend, You 00x tities 
Chain reaction. Help someone to help 

himself—-with a new kind of know- 

how, a new pattern for doing some 

thing; you create new business for your 

self. In this case, it’s good, steady, year 

round, bread-and-butter business. ( For 

the last quarter of the year, it's a life 

saver.) That's the power of the pattern 


mber Dealet here are the steps you take STEP #1 


display Easi-Bild Patterns. You sell them at a profit 
| 


lrea stocking all the materials the call tor, Step # 
Mail to all your customer nd to Box Holders) a one-sheet 


italog tolder. It suggests interesting projects iid invites 


rospects to come to you for patterns, advice and materials. Step 


Easi-Bild Pattern Catalog 


| 
Place the 64 page bearing your 


in chools hosy itals, doctors ind dentists Vaiting 


iury shops, clul 


}. Advertise 


Homasote su s the 


rooms, police stations and 


our Pattern De partment in the 
au Dis; lay 


sO as tO tie In with 


mats Sief 


on a sche suppl 


Onal advertising nivertisement nquiric 


the names territofr 
1 Pattert ire widely | j the year around, in syndi 


er articles and national Magazines 


pa} 


the first and finest utterns, they parallel 


in prestige an 


il 
. , 


qu if 
sional know-how 
Homasor 


sman onto 
ou waiting tor? 
lirect, kindly addre 


to Department M-12 


istid Patters 


HOMASOTE company 
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| Survey No. 1 


Merchandising Planning for 1957 


Will you have a larger advertising budget in ‘57? 55% yes; 45% no. 


Panny 


a 


How will this budget be allocated? 43%, newspaper; 41°, direct mail; 10°, radio; 


6°/, miscellaneous. 


Do you plan to add ar 57? 35% yes; 21% no; now have 


outside salesmen 44%. 


cn 
tM metirrtel uit: dsb 


Will you have homeowner clinics in ‘577 29%, yes; 71% no. 


UR 


=. 
Eee 
‘a 


0 


Good Year for Dealers (begins on page 62) ing. Most of this additional budget (43%) will 
go for newspaper advertising; 41% for direct 


a mail, 10% for radio and 6% miscellaneous. 
ment, which oy dy plan to puree " feews Although 44% of the dealers now have outside 
BT expect to buy new motor truc 8; HIt trucks salesmen, additional outside salesmen will be 
are No, 2 on the list with 22% planning such added by 35% of the dealers. Clinics for home 
purchases; some 14% of the dealers expect to owners will be staged by 29% of the dealers dur 
buy conveyor equipment next year ing the year 


Merchandising plans. Stronger promotional! The products and packages which dealers plan 
efforts are scheduled by most dealers. These range to push next year cover a wide range of items 
from larger advertising budgets to more home Specialty items were high on the list, which in 
owner clinics. A total of 55% of the dealers said cluded kitchens, aluminum canopies, mason tools 
they planned to spend more money for advertis and unfinished furniture. 


MA 
Survey No. 2 Survey No. 3 


Physical Plant Planning for 1957 Business Forecast for 1957 


Do you plan to build a new showroom in '57? tHow was your business this year? 
23°/, yes; 77%, no. Excellent, 14%; good, 54%; fair, 28°/,; poor, 4%,. 
Do you plan to re e ur showroon 97? How do you think your company will do next year? 
48°/, yes; 52°/, no. New home construction: 63°, same; 15%/, higher; 
22°, lower 
Repair and remodeling: 53%, same; 44%, higher; 
3°, lower 
Consumer business: 59%, same; 34%, higher; 6°/, 

Jou pian to build new sheds or warehouses in lower 

© A 

oft a7 /o YO: ’ /o ea Farm 66%, same; 18%, higher; 16%, lower. 
Do you plan to improve your sheds or warehouses in Commercial: 59%, same; 30%, higher; 119%, lower 
57? 57°%, yes; 43°, no. 


Do y plar 
50°, yes; 50°/, no; New equipment: 47%, yes; $3%, 
1 methods: 60%, yes; 40%, no. 


mprove your office facilities in '57? 


no: 


Do you already prefabricate or precut houses? 
Do you plan to buy new mechanical equipment such Houses, 15% yes; 85%, no; small farm structure 
a tt trucks, 22% yes; 78% no; Conveyors, 14%, 18°, yes; 82°, no; Utility building, 20% yes; 80°/, 
yes; 86%, no. Motor trucks, 37%, yes; 63% no; no, 

Carriers, 1%, yes; 99%, no. Hand trucks, 11% yes; 
89°/, no. 


U you pian ft Tart pretabric ating or precuft nq? 
16%, yes; 84°, no. 
you have @ bargain shed? 20%, yes; 80% no. | 

How will home financing be in your area in ‘57? 


u plan a bargain shed? 60% yes; 40%, no. Adequate 41 °/,; inadequate 59%. 
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tstinction UNPARALLELED... 


a’ 


PARTIQUE’ 


the new and beautiful 
wood paneling from 


pes 


! 
| 
| 





® PARTIQUE’ 


imparts a new concept of modern beauty with its unique design. Interiors are 
greatly enhanced by the appearance of this fine paneling. Crafted from fine woods 
in 12” squares of alternate grain, these 4’x8’x!4” panels are available in Teak 
l'amo, Sen, Rosewood or Birch. Contact us regarding other species 

For complete details and for prices on CL, LCL, TL, and out-of-stock ship 
ments, phone, wire or write your nearest KOCH TON Warehouse 


Call us on all your lumber and plywood needs- 





GENERAL OFFICES & WAREHOUSE 


! 509 W. Roosevelt Road, Chicago 7, Illinois phone TAylor 9-0800 
BRANCH WAREHOUSES: ELKHART, IND. * Los ANOELES. CALIF. © MINNEAPOLIS, MINN 
PLYWOOD so VENEER CO INC VICKSBURG, MISS. © DETROIT, MICHIGAN @ SAGINAW, MICHIGAN @ $0. BEND, INDIANA 


MILWAUKEE, Wis e@ CINCINNATI, OHIO « DECATUR, ILLINOIS © FORT WORTH. TEXAS 
GREEN BAY. WIS © COLUMBUS. OHIO © INDIANAPOLIS, IND @ GRAND RAPIDS, MICH 
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STORAGE 


BED ROOM 
Iii x 9'-6" 


BED ROOM 
Hi’ x9'-6" 


CARPORT FY Siacw an 
\1'-8"x22 


FAMILY ROOM 
W-6'x14-0" BED ROOM 
LIVING ROOM I'-10"x13'-6" 


17'- 2° x14 


BUILT WITH LU-RE-CO panels and trusses. Model homes were 
planned for families with two to four children. Wood siding, 
vertically applied, gives this model clean lines. 


Open NRLDA 
Model Homes 


Blueprints available for three houses incorporating recommendations of 


nation’s housewives. 


Three model homes, built by NRLDA to incor 
porate the recommendations of 100 housewives 
who attended the Women's Congress on Housing 
can be seen at 1500 McArthur Blvd., Munster, 
Ind., 28 miles southeast of Chicago. 


All the houses have three bedrooms, 1'% batha, 
living room, family room, kitchen; dining room 
or dining area generous closet space ; utility 
room or basement with laundry 


Two houses are one story: one, 1,418 square 
feet and the other 1,623 square feet; one house 
of split-level design has 1,992 square feet. One of 
the one-story houses is built with Lu-Re-Co panels 
and trusses; the other is of brick veneer with a 
basement 

Paul V. DeVille, president, The DeVille Lum 


ber Co., Canton, Ohio, was chairman of the 


NRLDA committee, which supervised the con 
struction of the homes built by the Lakeshore 
Realty Co., Whiting, Ind. 

The architects were Edward Marks, Evanston, 
and Edwin Bruno, Skokie, Ill.; James Fetridge, 
Palmdale, Calif. They were assisted in interpret- 
ing the housewife’s recommendations by Miss 
Annabelle Heath, assistant administrator of the 
Housing & Home Finance Agency, which spon 
sored the Women’s Congress and Joseph H. Oren 
dorff, technical advisor to HHFA 

The three model homes will be offered for sale 
early in 1957. Plans for these homes are available 
exclusively through National Plan Service, 1700 
West Hubbard St., Chicago. 


What housewives want. Principal features 
of the three homes, as desired by the housewives 
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i KITCHEN 


DINING -4 10xl2' “f BED ROOM 
9-10"xl2! I | I3-6'x 12’ 


CLOSET 


LIVING ROOM 


wiiaicacb BED ROOM BED ROOM 


8'-10"*x1I'-10" 10’ x 12'-10" 


CLOSET B CLOSET 














TERRACE 


SPLIT-LEVEL HOUSE has |,992 feet. Each 
house has a back entrance opening, but 
not directly into kitchen. Wood siding and 
bow window are features of this house. 


FAMILY ROOM 


yy 17 9 


attending the Congress, are as follows: 

1. Each house has two separate areas—an in 
formal living area located in the rear, where the 
family can work and relax in privacy—-and a for 
mal or public area located in the front or street 
side. 


2. The kitchens are on the rear side, facing 
south, so that they receive maximum sunlight and 
permit easy supervision of the children’s play 
area in the back yard. 


3. Each house has a family room for informal 
living and a parlor or living room in the front of 
the house, which can be kept neat and pre- 
sentable to receive unexpected guests or impor- 
tant callers. The living rooms are smaller than 
usual because part of their function will be per 
formed by the family rooms. 


4. The bedrooms are located away from the 
(continued on next page) 
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BED ROOM 


FAMILY ROOM 
10'-3"x13'-6" 











STORAGE 








DINING LIVING ROOM BED ROOM 
10" 12" 16'-6" x12! I3'-6"x 14 

















THIS ONE-STORY DESIGN has exterior of 
brick veneer, also a basement. Housewives 
said the kitchen is the most important 
room in the house. Carport and fireplace 
are features of this mode! 


: 
E 


electric outlets for future appliances and laundry 
or utility room nearby. Kitchens have convenient 
access to all parts of the house 


noisy part of the house and are insulated by halls 


and ( lose La 


‘ 


5. Kach house has a back entrance opening 
near, but not into the kitchen, adjacent to a half located convenient to 
closet, so that children and the 
into the rest of the children while preparing 

they have room for a sofa-bed, easy 


house 
closets for toys, games and hobby equipment 


%. The family rooms are 
the kitchens, so that the housewife can s ipervise 
meals or cleaning up; 
chairs and 


bath and a clothes 
husband won't track mud 


6. The homes are planned so that noisy, older 
children in the family room will not interfere 
with young children sleeping in the bedrooms, toilets are 
with mother reading in the living room or with tories are higher than usual for ease in 
father in a bedroom-den babies and have storage space underneath 


10 Sath tubs are located away from windowe 


wall-hung to facilitate cleaning; lava 
bathing 


ll. Each bedroom has two closets or one large 


one; linen closet near the bathroom and a cleaning 
closet near the kitchen 


7. Space is arranged so there will be a mini 
mum of family traffic through the living room and 
dining room, thus minimizing cleaning, noise and 
wear and tear 12 The houses have 
do not give a view of other rooms, in 
garments and wet clothes can be removed an 


foyers or vestibules, whict 
8. The kitchens are U-shaped, to save time which outer: 
with room for two people to work at one 
floor to-ce iling cabinets ample space and 


steps | 


time 


hung up in an adjacent clothes closet 
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Sherman Fork Lift Saves 
Dealer Cost of Paving Service Yard 


getting stuck or bogged down. Most conventional 


The Swartz-Miller Lumber Company of Chesaning, 
Michigan, in addition to operating a_ building 
supply yard, also own and operate a concrete 
block plant. Because efficient materials handling 
about the new Swartz-Miller plant is a must, they 
recently bought a Sherman Fork Lift which is 
used extensively for moving bulk raw materials 
as well as the finished concrete blocks. 

And, as Mr. Geneman, operator of the unit 
points out, the Sherman Fork Lift saved the 
Swartz-Miller Company the cost of paving the 
service yard. The Sherman will travel easily and 
quickly over rough or muddy ground without 


by K-D Mfg. Co 


Cleburne, Texas 


*Manviactured for 
Shermon Products, inc 


PRODUCTS, 
ROYAL OAK, MICHIGAN 


Fork Lifts need a paved surface to operate on, 
And paving a service yard is an expensive opera 
tion! In addition, the Sherman can be driven 
under its own power to the delivery site to unload 
concrete blocks and other building materials. This 
has given them quite a competitive edge, accord 
ing to Mr. Geneman. 

The Sherman Fork Lift* will lift 4,000 pounds 
ten feet high and will travel over almost any 
terrain. Call your local Ford Tractor dealer today 
for a demonstration or write for free Bulletin 
No. 1159. 


See Your Local 


FORD TRACTOR DEALER 
INC. 


For a Demonstration 


POWER DIGGERS + #RONT END LOADERS + FORK LIFTS 
Stacax At2)” 
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How Lumbermen Use 








ee % 
ae oe — 
SURVEY REVEALS that many retailers are unaware of the number 


of building materials available in unit or palletized loads from 
manufacturers. Great Lakes Wholesale Distributing Corp., South 
Bend., Ind., makes this unitizing service available to all retail 
customers. 


Mechanical Handling Equipment 


NRLDA survey shows trend toward more mechanical equipment and increased in- 


terest in unitized shipments. 


How extensively are retail lumbermen using me- 
chanical handling equipment? What equipment are 
they using and what do they plan to buy? What prod- 
ucts would they like to receive in unitized loads? 

These are some of the questions answered in the 
materials handling survey published last month by the 
National Retail Lumber Dealers Association. NRLDA 
queried 12,900 dealers and received replies from 2,481 
yards, a return of slightly more than 19%. 

Here are the detailed replies and conclusions from 
the 11-page report 


How many fork lifts do you operate? 

Of the 938 dealers answering this question, 573 said 
one; 224 said two; 69 said three; 29 said four; 19 said 
five; 24 reported over five; 1,543 dealers made no 
response 


What attachments do you use on your fork lift? 

Slightly more than 50% of the 567 dealers answer 
ing this query put the extension fork at the head of 
the list. Here’s the statistical breakdown on the num- 
ber of dealers reporting and the attachments they are 
now using: 


70 


Side-shifter, 80; extension forks, 287; crane boom, 
20; separator, 4; front-end loader, 46; bucket or scoop, 
66; roll-off, 15; piler, 15; swing-shift, 18; snow plow, 
29; hydraulic pile, 2; 1,948 dealers made no response 
to this question 


Do you intend buying a fork lift truck next year? 

Of the 340 dealers answering yes, 301 said they’d 
buy one unit; 23 said two. 314 dealers failed to answer 
this question and 1,827 said they didn’t plan adding 
equipment in '57 


How many straddle carriers do you operate? 

The 172 dealers who answered this question renort 
they operate 340 carriers; 61% have one, and 20% 
have two. One yard reports 20 carriers in operation. 
2,309 lumbermen made no response on their question- 
naires 


What products do you receive in unit loads? 
The 2,481 dealers in the survey indicate they receive 
between three and five items as unit loads. Here’s the 
breakdown by products and the number of dealers re- 


700 


ceiving them as units: Lumber, 774; roofing, 733; in- 
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IDEAL CAR for shipping high 
grades and uppers, according 
to the survey, is equipped 
with wide, double doors and 
accessible from both sides 
with a 4,000-6,000-pound ca- 
pacity lift truck 


sulation board, 382; masonry products, 350; gypsum 
products, 916; nails, 157; plywood, 597; hardwood 
flooring, 287; hardboard, 249; other products, 81 
There was no response from 1,137 dealers 


What products would you like unitized by manu- 
facturers? 

In the order of frequency of mention, dealers said 
they would like to see the following products unitized 
or palletized; lumber, roofing, masonry products, gy} 
sum products, hardwood flooring, insulation board 
nails and hardboard. These were followed by cement 
plaster and other bagged products 

Since the first seven products in the order mentioned 
correspond closely with products reported as generally 
received in unit loads, several assumptions can be 
drawn: 

1. Retailers haven't made known to their distributors they 

want their orders unitized or palletized, or 

2. They are buying from suppliers, who are not yet making 

these services available to customers, or 

3. The dealer may be buying for truck delivery and his dis- 

tributor is not equipped to handle unitized truck shipments. 


What would be the ideal railroad car for the 
building materials you handle? 

This question brought a phenomenal response, more 
than 60% of the returns had some answer to this ques 
tion. The six type cars most frequently mentioned 
were: flat, 435 times; wide-door box, 271; flat with 
bulkhead, 95; double-door box, 347; box with removable 
sides or roof, 49. 


lf unitized lumber packages were available, 
would you order all or part of your requirements 
this way? 

Only 54% of the total returns had affirmative an- 
swers to this question. About 200 dealers, about 15% 
checked both flat cars and boxcars. Of these dealers 
908 preferred flat cars; 623, boxcars 


How do you store common lumber? 

Nearly 52% of the 2,481 reporting dealers indicate 
they use both shed and outside storage for common 
lumber. Here’s the breakdown: shed storage, 898: out- 
side storage, 316; both, 1,280 

In reply to the question asking if lumber stored out 
side was protected with plastic or paper covers, 438 
dealers said yes; 1,145 said no. There was no response 
from 898. 
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Of the L583 dealers who inswered this question 


ibout protective wrapping for lumber, 28° say they 


vrap or “protect” lumber stored outside. In a special 


tabulation the highest percentage of wrapped lumber 


or outside storage was reported in Detroit-—50' 
The results of this survey show a high degree of 
nterest in both mechanical handling and the develop 


ment of unitized loads for shipment in special railroad 


Conclusions 


Analysis of the returns received from 2,481 yards 
indicate a keen awareness of the need for faster, more 
economical methods of handling building materials. 
Here’s a summary of the pertinent points the survey 
reveals: 


@ Of the 2,481 dealers reporting, 938 are presently 
operating either fork lift equipment or straddle 
carriers, 


@ 638 dealers said their yards are laid out to han- 


dle unit loads, 1,634 said no and 209 made no 
response, 778 dealers indicated their yards could 


be modified to handle unit loads; 464 said no. 


@ If unit loads of lamber were available, 908 deal- 
ers indicated they would order part, or all of 
their lumber that way; 623 indicated they pre- 
ferred unit loads in box cars. 


@ Of the fork lifts reported in operation 47% are 
in the 4,000 to 6,000-pound capacity; 35% are 
of the 4,000-pound capacity, or leas, Only 6% 
of those reported in operation are over 15,000. 
pound capacity, 

@ The survey strongly indicates that many dealers 
are unaware that most of the products they want 
unitized or palletised by manufacturers are al- 
ready available in unit loads, 





re American Lumberman YOUR AD OF THE WEEK 


ADservice eae. 


NO. 73 OF A SERIES 





Christmas Ad Mats Available Suenocted 2 col, 16 in, ad using ADvervice mats 
You have a wide variety of merchandise that quali 

fies ideally for a place under the family Christmas 

tree—-but prospects won't know it unless they’re told YOUR NAME OR SIGNATURE CUT 

Best way to get on their shopping list is through inten 

sive, well-planned advertising. 


Attractive illustrations give your ads high “attention Gift Suggestion Check List 


value.” Mats of the pictures used in the two ads shown 
here, and many other gift mats, are available imme 


~*~ 
diately from American Lumberman, Write or wire for br * wr oe Y hes’) 
| e/ ¥ vou, 14 @Z 


free 4%-paye book giving complete information fl 


nos, 209, 72, 71, 68, 238 


Suggested 3 col, x 11 in. ad using ADservice mats | FOR ALL THE FAMILY 


YOUR NAME OR SIGNATURE CUT HERE = corv'h = 
2 PRACTICAL GIFTS | For the Man of the House For “Her” Christmas 


for Christmas | lO: aif shisnaiel 
and @ lifetime of use! : = 














Make fine furniture with 
FLUSH BIRCH DOORS 





YOUR NAME | Give Ded « GIFT CERTIFICATE | 


COPY “A” 

Here at (your name) we specialize In gifts that are different 
quality gifte that will be as useful and valuable years 

from now as the day you proudly give them. A few suggestions 

are shown below, You'll find dozens of others . something | 

to please everyone on your gift list . in our Christmas Aisle | 

of Gifts. Bring the family and come in today! Open evenings 

till Christmas 
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» WIDE WINDOW 


with all Truscon 


Series 138 features 


...up to 4’x 6’5',’" 





“G dee-grenr DESIGN, performance and 


utility have made the Truscon Series 138 
Double-Hung Steel Window the largest selling 
window of its type in the world, 

Now, Truscon is offering famous Series 138 
features in new, large sizes. This window is 
big. It’s wide—up to 4. It’s high—up to 6’ 512”, 
It’s handsome. 

And, features! Lifetime stainless steel 
weather stripping already built in. Stainless 
steel motor-type sprirg balances that are guar- 
anteed. Trim, slim frames and sash bars are 
electrogalvanized, Bonderized and prime-coat 
painted. Hardware is solid bronze, custom- 
designed to complement the window beauty. 
Completely factory-assembled, ready to install, 


K 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 


PRODUCTS 
A NAME VOU CAN BUILD ON 


MERCHANDISER 








Easy to operate. Steel can’t swell, warp, 
shrink, or rot. Fingertip control stays that way. 
Rattle-free, weathertight. 

Color harmony, too, Your customers simply 
paint Truscon Series 138 Windows as walls and 
trim are painted for matching beauty. Ready- 
to-paint steel windows blend with walls and 
outside texture, never clash. 

Yes, Truscon Series 138’s in new, big sizes 
combine double-hung convenience, picture 
window beauty and harmony of color at no 
extra cost. Ideal for use with air-conditioning 
systems and window air conditioners, too. New 
full-color folder gives facts, applications, and 
types and sizes carried in Truscon warehouse 
stocks, Write today. Use coupon below. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 
1058 Albert Street, Youngstown 1, Ohio 


Please send me styling and color details covering 
Series 1458 Windows, 
Name 


I wm 


Address 
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Dutch Boy 


Simplifies Color Planning... 


All Wonsover colors are guaranteed to “go together.” 








Simplifies Cleaning... 


Ordinary soap and water keep walls spotlessly clean. 
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wore 3 ia Sa 
Now Nalkyd Wonsover has everything it takes 
to be a big volume profit-maker 


harmonize with one another. To the 
“Dutch Boy” dealer, this means: guar- 


Here’s a great ready-mixed Nalkyd 
flat wall paint. Wonsover! 


It’s a “Dutch Boy” Nalkyd. Odorless. 
Easy to use. Easy to clean. And it’s 
popularly priced! 


That’s enough to give “Dutch Boy’ 
dealers another real profit-maker. 
gut the “Dutch Boy” 
there. He gives dealers an additional 
sales-builder of real power. Pre-har- 


doesn’t stop 


monized Wonsove is colors. 


All 32 colors on the Wonsover card 


BuILDING Propucts MERCHANDISER 


anteed customer satisfaction, 

To dealers everywhere: High - profit 
Wonsover is only one of the man 
“strings” to the “Dutch Boy” dealer’s 
big, money-making “bow.” 


Made by the makers of ‘‘Dutch Boy’’ Paints 


NATIONAL LEAD COMPANY 


General Offices: 111 Broodway, New York 6, N. Y 


In the Color Gallery, 
“Dutch Boy” dealers 
have more than 100 
popular colors. All 
the sparkling variety 
needed to clinch any 
sale! 
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ILOING MATERIAI 
rORS ASSOCIATION 
ROLPLwOLaT 
n WHOLESALER OF 


MiLL WORK 
“ MATERIAL 


TOGETHERNESS was stressed in a talk by American Lumberman editor Art Hood, 


who outlined the steps necessary to understand the other fellow's problems and remedy 


the ills of the industry 


Lumbermen Urge 


Self-Appraisal of Distribution Ailments 


Detours in distribution pattern are a recurring disease. 


Your problem: localize it rather than accept it or seek a 


panacea, NBMDA members advised at Chicago meeting. 


Production for production’s sake 

and manufacturers’ tactics in 
moving overproduction—are ail 
ments plaguing the building mate 
riala industry today. This was 
spelled out to the fourth annual 
meeting of the National Building 
Materials Distributors Association 
in Chicago last month. 

“We're in a position where we're 
competing with ourselves for the 
privilege of going broke,” Don 
Campbell, secretary, Kentucky 
Building Materials Association told 
the 438 distributors. “Disorganized 
distribution is a disease that will 
always exist. Your job is to mini 
mize it rather than catch it your- 
self.” 

Problem solving formula. 
American Lumberman editor Art 
Hood told the distributors there was 
a way of solving the industry’s 
problems and summed it up in six 
words: Cannot-o-phobia, brain- 
storming, viability, empathy, to- 
getherness and velleity. Recogni 
zing these attitudes exist helps 
solve problems. Summed up: 

Cannot-O-Phobia is the attitude 
that accepts the fact it’s easier to 
say it can’t be done rather than 
trying it. Viability is the ability to 
grow. Knowing the germ of an idea 
can be expanded, the next step is 
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brainstorming, or the development 
of ideas. Granted, many ideas will 
have to be discarded, but for every 
10 rejected ones, you’ll find one 
good one, 

An important attitude in any 
problem-solving session is empa- 
thy—the ability to put yourself in 
the other fellow’s shoes. Knowing 
how he feels, and will react, you 
can develop a mutual understand- 
ing and togetherness. The last atti- 
tude is velleity which is defined as 
the lowest degree of desire. This 


feeling of self-satisfaction is dan- 


gerous and leads to stagnation. 
When this sets in, it’s time to start 
the whole cycle over again. 

“It’s this recurring cycle of re 
appraisal that breeds the together 
ness we need in the industry 
today,” Hood said. 

New funds available. The en- 
trance of pension funds into the 
mortgage market on a large scale 
is one of the most important 
changes in financing during the 
past 50 years and provides a reser 
voir of some $20 billion for new 
home building,” Robert H. Pease, 
director, Chicago Mortgage Bank- 
ers Association, told the distrib 
utors. Pease also warned the 
wholesalers that antiquated mort- 
gage laws in some states would 
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JOE DILLON, right, general manager 
Great Lakes Distributing Corp., accepts 
American Lumberman’s Master Whole- 
saler award on behalf of the South Bend, 
Ind., firm. Presentation was made by C. A. 
Haag, outgoing NBMDA president. 


effect the flow of these funds into 
some states. 

“It’s a misconception that anti 
quated foreclosure laws with long 
redemption periods protect the 
homeowner,” Pease added. “It’s 
tragic that the laws which sup- 
posedly protect the homeowner ac- 
tually deprive him of an oppor- 
tunity to obtain mortgage money.” 


Sales motivations. Dr. Alfred 
Haring, professor of marketing, 
University of Indiana, described 
sales motivations and incentives. 
Instead of always stressing dollar 
volume in sales contests, Haring 
said some contests should be based 
upon new business, selling a full 
line and other goals. 

Special incentives are no substi- 
tute for a sound compensation pro- 
gram, he warned, but actually a 
method of stimulating salesmen 
when they go into a slump, Haring 
told the distributors that there 
will be an increase in sales incen- 
tive programs in 1957 as competi- 
tion gets tougher in the building 
materials field. 


New Officers. The rapidly ex- 
panding NBMDA elected E. P. 
teising, Indiana Wholesalers, 
Evansville, president for 1957. He 
succeeds C. A. Haag, Springfield 
(Ill.) Builders Supply Co. 

Also elected were: T. J. Dougher- 
ty, Ohio Valley Supply, Inc., Cin 
cinnati, vice-president; and D. N. 
Peterson, Building Materials Prod- 
ucts Distributors, Inc., Phila 
delphia, was reelected treasurer. 


M. L. McCREERY, left, general manager, 
Michigan Wholesalers, Inc., Jackson, 
Mich., accepts a Master Wholesaler Award 
from E. P. Reising, the newly elected 
NBMDA president. 

(continued on page 78) 
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SLIDING mg 
oor | CORRS) 


HARDWARE AT ITS VERY BEST 


... yet costs no more 


When selling the fine quality Acme Sliding Door 
Hardware, you offer the builder many profitable 
opportunities to exploit the highly saleable features 
of space-saving construction. 


Smooth, quiet sliding door operation for the life of 
the building is a “repeat business” builder that comes as 
a result of Acme’s policy of using only the finest 
of materials for extruded aluminum track and nylon 
wheel hangers. These materials and Acme’s advance 
design provide 
the least noise 
transmittal and 
smooth finger- 
touch operation. 


write for complete 
new illustrated catalog 





Acme DUALINE 
By-Passing Door 
Hardware for doors 
up to 60 Ibs. One set 
of hardware inter- 
changeable for both 
%” and 1%” doors. 





Acme Series 8000. 

The Aristocrat of 
wardrobe sliding door 
hardware. Features alu- 
minum track with integral 
fascia. Twin Wheel 
hangers for by-passing 
doors up ts 100 Ibs. 





Acme No. 81-82 Twin 
Wheel Adjustable 
Pocket-Door Hardware. 
Quickest, easiest 
installation. One Nylok 
nut permits easy 
adjustment without 
removing door. 





Acme No. 57-58 Heavy 
Duty Adjustable 
Sliding Door Hardware. 
Four wheel hangers 
for doors 1%” or 
thicker up to 250 Ibs. 
One Nylok nut 
adjustment. 





ACME APPLIANCE 

MANUFACTURING CO. 

35 South Raymond Ave. 
® Pasadena, Calif. 


® 1956 Acme Appliance Manufacturing Co 
Circle No. 34 on Coupon, page 106 
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SUILDING PRODUCTS 





FEATURE 
OF THE 
| MONTH 


FOUNDATION 
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PRODUCTS 


WINDOWS 

® Made trom ‘*-inct teel stock 
@ Electrically welded for strength 
®@ Fitted at factory to a @ tight 
closure 

Two- position stops open from 
top 

Standard sizes for putty or no 


putty glazing 


AREA WALLS 


16 gauge copper bearing galvan 
ized steel 
® Ribbed for strength minimum 
exposure to frost action 


® Spans are 38 


@ Five standard heights available 


and project 16” 


For over sixty years Donley has 
manufactured metal building prod- 


ucts to make fine homes better 


Some other Donley Foundation Prod 


ucts: * area gratings * cleanout 
doors * coal chutes ¢ basement col 
umns © thresholds « foundation wa 
terproofing * wall plate anchors * 


foundation ventilators © joist anchors 


Write for full in 


formation today 


BROTHERS COMPANY 


iles Avenue . Cleveland 5, Ohio 


i eee 
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WHOLESALER REPORT 
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(begins on page 76) 


AWARD OF MERIT for outstanding service to the industry and the public was 
recently presented the National Building Material Distributors Association. S. M. Van 
Kirk. general manager of NBMDA, right, receives award from A, Boyd Campbell, chair 
man of the board, U. §. Chamber of Commerce 


NBMDA Receives Award 


Prize-winning entry by National Building Material Dis- 


tributors 


cooperation. 


National recognition for “out 
standing service to the public and 
to the industry which it represents” 
has just been received by the Na 
tional Building Material Distribu 
tors Association for its round-table 
conference on wholesaler-retailer 
problems in Chicago early this year 

The award was made to 8. M. Van 
Kirk, general manager of NBMDA, 
by the American Society of Asso 
ciation Executives. It is the first 
time any wholesale building mate 
rial group has been honored by the 
association 

As a part of the eight-page pre 
sentation considered by the judges, 
Van Kirk submitted the four-page 
exclusive article which American 
Lumberman ran on this event 

Art Hood, editor of American 
Lumberman, moderated the one-day 
meeting, which was attended by 17 
wholesale distributors and 16 retail 
dealers selected to represent a true 
cross-section of the two distribu 
tion levela from the standpoint of 
volume and geographical location 
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Association pays tribute to American Lumberman 


Following the award presenta 
tion, general manager Van Kirk 
wrote editor Hood, in part, as fol 
lows: 

“As moderator of the panel meet 
ing, you made a most valuable con 
tribution not only to the meeting 
but to a better understanding of 
dealer-distributor problems in gen 
eral. May I, on behalf of the officers 
and members of NBMDA, take this 
opportunity to thank you for your 
help in bringing NBMDA this na 
tional award,” 

Commenting on the selection of 
imerican Lumberman’'s editor to 
moderate the meeting, the NBMDA 
entry stated in part: 

“Mr. Hood’s knowledge of the in 
dustry based on several decades of 
experience both with building mate 
rials companies and the industry 
trade press is recognized at all levels 
of distribution and his fairness and 
keen analytical ability are unques 
tioned.” 

The entry pointed out the 
of the industry-wide conference at 


basis 


the dealer-distributor level was a 
survey, which broke major problems 
down into six major questions and 
96 sub-divisions. These findings to 
gether with data from the asso 
ciation’s files and those of American 
Lumberman magazine provided the 
starting point for the conference. 

Summarizing the results of the 
conference, the prize-winning entry 
stated: 

“First, the air was clesred of 
many misunderstandings, doubts 
and rumors based on misinforma 
tion or personal prejudices. Each of 
the industry members present at the 
conference carried back to his com 
munity, local or state 
a fuller understanding of the prob 
lems of the other distribution levels 
and the benefit of collective think 
ing and experience in solving those 
of his own segment 

“In addition, the association man- 
agement obtained from the confer 
ence invaluable information plus 
recommendations by those whose 
businesses are directly affected for 
formulating the much needed stand 
ards at the several distribution 
levels.” 

Other regional conferences spon 
sored by NBMDA and moderated 
by Mr. Hood have been held since 
the January meeting. NBMDA 
headquarters located in Chicago 


association, 


Distributors Announced 


Schumacher and Seiler, Inc., Balti- 
more, Md., has been named a distribu- 
tor for Republic Steel Kitchens. The 
Schumacher and Seiler franchise cov 
ers eastern and southern Maryland, 
according to C. E. Howes, general 
manager of sales for Republic Steel 
Corporation’s Berger Div, Located at 
Monument St. and Harford Ave., Schu 
macher and Seiler has two branch op- 
erations with full service facilities in 
the Baltimore area as well as two 
large warehouses. 


The F. C. Russell Co., manufacturers 
of Rusco Prime Windows, has ap- 
pointed the Los Angeles Rusco Win- 
dow Co., 900 East Ball Rd., Anaheim, 
as its official factory distributors, re- 
ports J. E, Connolly, regional man 
ager. Hereafter, Los Angeles Rusco 
will carry on the business of Rusco 
Prime Window and will handle all 
sales, distribution, installation, adver 
tising and promotion of Rusco Win 
dows for the greater Los Angeles 
marketing area 


Obituaries 


Raymond Yates, owner of Ray 
mond Yates & Company, Ta 
coma, Wash., died October 27 
Mr. Yates had been in business 
in Chicago for 27 years prior to 
moving his company to Tacoma 
seven years ago, He was a mem 
ber of the Executives’ Club of 
Chicago. He is survived by his 
widow, Agnes 
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ORDER NOW 


FOR SPRING 


FAN TRELLISES 


TRELLISES 
ARBORS 
FENCES 


| West 
‘ TONCORD 
couumbus MASS ) 


BORDER FENCE 


ILA 
a «FENCE 


PERGOLAS 


' UPRIGHT 
TRELLISES 


KEY SHIPPING. 
POINTS FOR... 


PROMPT DELIVERY 
LOWER FREIGHT 


Write today for... 
Complete Catalog & Prices 


CONCORD company 


10 Beharrell St., West Concord, Mass. 

1399 Holly Avenue, Columbus 8, Ohio 

21 West Taylor St., Chicago 5, Illinois 
Circle No. 48 on Coupon, page 106 





SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


tise A 

















This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities flooring, lath, cement to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL, 
Dept. U-12. 


STANDARD CONVEYOR CO 
General Offices 
North St. Pau!, Minnesota 


Sales and Serece in 
RAVITY 
Principal Cities & POWER 


! Sci ceien? 
__ 
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USE 


SPOTNAILERS 


to step up 
LU-RE-CO PROFITS 


The application of insulating sheathing or plywood 
to LU-RE-CO panels and for the fabrication of glued 
and nailed trusses are being tremendously speeded 
up with use of Spotnailers. These portable auto- 
matic nailing machines drive long, heavy gauge 
staples with holding power often exceeding that of 
6D nails. Either mallet or air drive Spotnailers are 


profitable for these operations. 


Have your local Spotnail man show how you can 
more than double the output of each man, 


SPOINAILS, nc 


STON 17, ILLINOIS 


Circle No. 49 on Coupon, page 106 
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This brand name on 


lumber also offers the 


PROFIT FEATURES 


of interchangeability 


In serving their customers, lumber 
dealers carrying the Weyerhaeuser 
4-Square line have an important ad- 
vantage. This line of lumber products 
includes all major species from the 
West Coast and the Inland Empire 
regions. 

When there is a demand for scarce 
items in certain grades of one species, 
the 4-Square Dealer can supply com- 
parable grades in another species of 
equal quality carrying the 4-Square 
brand. This satisfies his customer’s 
needs. In many cases, it permits the 
dealer to operate more profitably 


with a smaller inventory than usual. 


Consistently high standards of 


manufacture and many years of na 
tional advertising have made Weyer 
haeuser 4-Square a widely known and 
respected symbol of reliable quality 

so builders and owners readily accept 
different species of comparable value 
when they bear that brand name. 


Buying and selling the full line of 


Weyerhaeuser 4-Square Lumber prod- 


ucts will give you the advantage of 


interchangeable species and items... 
an important aid to profitable opera- 
tion in today’s market. 





Your copy of the in work... 
teresting new book 

“What this brand name 
means to the retail 


lumber decler’ will 





WEST COAST HEMLOCK —This fine species is often called the “Ability 
Wood” because it is so versatile. Weyerhaeuser 4-Square West Coast 
Hemlock serves dependably for framing and sheathing as well as for floor- 
ing, siding, molding, and other finish uses. It is light. . . 
and holds nails exceptionally well. Attractive light color, straight 
grain, even texture, and freedom from pitch also contribute to its popularity 


strong ... easy to 








be mailed on reqvest 


QtRATIn 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


“ 


“=f 


~~. 
Mppor™ 
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LUMBER PRICES 





The following index is intended merely as « check on buying practices. It is « compilation 
and average of mill prices et press time and should not be considered as current on the dey 


the magetzine is received. The prices should be useful in followin 


market trends and es a 


cheek on purchases made epprozimately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


BLBtr Cc 0 
1x4 17000 16500 106.00 
Fiat Grain Flooring 
1x4 145.00 i400 1000 
vt 6500 1090 100.00 
Drop Siding 
nh (Pat $¢106) 155.00 180.00 110,00 
ix (Pat #116) 1600 160.00 110,00 
Celling 
% by 4 125.00 120.00 75.00 
x4 116.00 110.00 75.00 
Boards and Shipiep and 2" (Green) 
lxb 1x8 'x10 tn!2 
Construction 61,00 61.00 63.0 67.00 
Standard 65.00 53.00 §7.00 64.00 
Utility 48.00 50.00 60.00 55.00 
Construction Dimension 
12 \4 16’ a 20 
2x4 7400 74.00 75.00 71.00 71.00 
2x6 73.00 16.00 76.00 76.00 77,00 
2x8 77.00 76.00 74.00 740 74.00 
2x iC 78.00 76.00 77.00 75.00 76.00 
12 14,00 «7400 76.00 75.00 76,00 
Standa:d Dimension 
2«4 68.00 68,00 69.00 65.00 65.00 
2x6 47,00 70.00 12.00 72.00 7\.00 
2x8 71.00 10.00 48.00 68.00 68.00 
2x10 72,00 730 71,00 69.00 9.0 
68.00 468.00 70.00 75.00 76.00 
Utility Dimension ¢/1 only 
2x4 45.00 
7x4 44.00 
28 41.00 
2x10 35.00 
41? 317.00 


(Add $8.00-$'0.00 for dry lumber.) 


RED CEDAR SHINGLES 


Royals 
No, | 24 4/2? 1§,50-15.75 
No. 2 24" 4/2 9.50. 10.50 
No. 3 24" 4/2 5.00 
Perfections 
No, | if 5/24 12,00-12.25 
No, 2 - 6/244 7.25. 7,50 
No, 3 i 5/2/, 1,50- 3.78 
MKRKKX 
No, | 4 §/2 10.25- 10.50 
No. 2 16 6/2 5.25- 6.75 
No, } 16 6/2 3.75. 4.00 
WESTERN RED CEDAR 
Prices for red cedar siding In mixed cars, new 
bundling 6 to 18 are 
Beveled Siding, '/) Inch 
{ ear “AS . & 
Vy by 4 inch 76.00 90.00 §5.00 
Y; by 5 inch %.00 %.00 60.00 
%, by & inct 9.00 90.00 80.00 
‘A by 8 inch 120.00 16.00 80.00 
Clear Bungalow Siding, % Inch 
8 ine 165.00 160.00 125.00 
10 inch 186.00 180,00 155.00 
12 inch 215.00 210.00 170,00 
Finish, 6 and Btr. $2 oF 45 
4’ to 16’ or rough 
ix & 195,00 
1x10 195.00 
int? 725.0 
Ceiling or Flooring, 8 and Bir 
J to 16’ oF longer 
84 Btr Cc D 
x3 136.00 125.00 100.00 
x4 145.00 146.00 96.00 
Discount on mouldings 6' te 20° odd lengths 
Series 6 000— 
Listing under 2,00-—list plus 35 per cent 
Listing 2.00 and over—list plus 4 per cent 
Clear Lattice At 1%"'-5' to It" 
100 lin. ft 1s 
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WESTERN PINES 


Ponderosa Pine 








REDWOOD 


Bevel Siding 
Vox 4 V.G. Clear All Heart 72 
ie 6 V.G. Clear All Heart ay. s 
x 8 V.G. Clear All Heart 153.0 
x 6 V.G. Clear All Heart 125.00 
x 8 V.G. Clear All Heart 155.00 
x10 V.G. Clear All Heart 175.00 
x 6 V.G. Clear All Heart 167.00 
x 6 V.G, Cleer All Heart . 194.00 
x10 V.G. Clear All Heart 220.00 
%x12 V.G. Clear All Heart 236.59 


Note: A grade V.G. Redwood Siding $5.00 less 
for '/o, % and % in above sizes. 


5/4 8W 
Selects and 
$2 or 4S 4/4 RW 6/4 RW 6/4 RW 
CaBtr. RI 275.00 2820.00 295.00 
0 Ri dd x) 240 00 2750 00 
Shop, $25: 
No No.2 
5/4 142.00 110.00 
6/4 144.00 114.00 
Commons, $2 or 4S 
24Btr No. 3 No. 4 
1x8 RL 108.00 72.00 65.00 
“12 ® 8.00 74.00 65.00 
idaho White Pine 
Selects $2 or 45 
'x6 1x8 txt0 
CBBtr. P 28! 270.00 290.00 295.00 
DR ) 210.0 y or 235.00 
Commons, $2 or “s 
No. | No.2 No.3 
ix 6 160.00 150.00 108.00 
int2 190.00 160.00 107.00 
Sugar Pine 
Selects $2 or 45 
4/4 5/4 4/4 8/4 
C&Bir. RI 285.00 300.00 3100.00 310.00 
D RI 24.00 255.00 255.00 265.00 
Shop, $25 
No. | No.2 No.3 
5/4 152.00 112.00 80.00 
6/4 52.0 2.00 80.00 
OAK FLOORING 
Clear Plain 
Wi, Mal '/ You? Wax 
White 10.00 178.00 75.00 60.00 
Red 205 .00 85.00 75.00 60.00 
Se! Plain 
White 7* ) é } 45.00 1) Of 
Red 70.00 17.0% 65.00 50.0 
ti Com 
Whit 450) } 40 OF 5.00 
Red 50 00 45, 06 40.00 75.00 
#2 Com 
Plain White & red 47.0 5 Of r ‘ 
tt! Com. & Btr 
Shorts 
iV, y x 60.0 
SOUTHERN PINE 
Vertical Grain Flooring 
BABtr ¢ D 
x4 225.00 210.00 158.00 
Fiat Grain Flooring 
x4 170.00 160.00 25.00 
Ixb 175.00 165.00 125.00 
Drop Siding 
ine 106 91,00 170.00 0.0 
xo HIl6 9100 170.00 130.00 
Boards & Shiplap 
1x6 1x8 1x!0 1x1? 
No. | (D0 grade) 130.00 130.00 135.00 180,00 
No, 2 85.00 90.00 87.00 99.00 
No. 3 74.00 83,00 78.00 78.00 
No. | Dimension (Dense) 
12 14 16 18" 20 
2x4 100.00 100.00 103.00 118.00 123.00 
2x6 100.00 104.00 101.00 115.00 120.00 
2x8 100.00 100,00 97,00 15.00 120.00 
2x10 115.00 115.00 115.00 130.00 135.00 
2x12 130.00 130.00 13.00 145.00 150.00 
No 2 Olmensios 
2x4 5.00 95.00 8.00 108.00 113.00 
2xb 90.00 93.00 90.00 102.00 107.0 
2x8 90.00 88.00 84.00 99.00 104,00 
2x10 9.00 100.00 96.00 11000 115.00 
2x12 99.00 79.00 99.00 115.00 120.00 
No, 3 Dimension &/L Only 
2x 78.00 
2xt 73.00 
2x8 71.00 
2x10 71.00 
2x12 71.00 
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Finish 
ix 4 Clear Heart S45 175.00 
ix 6 Clear Heart S45 202.50 
\x 8 Clear Heart S45 222.50 
1x10 Clear Heart S45 235.00 
ix!2 Clear Heart S45 250.00 
WESTERN HEMLOCK 
Vertical Grain Flooring 
B&Btr Cc D 
x4 150.00 145.00 90.00 
Fiat Grain Flooring 
x4 135.00 130.00 90.00 
xb 140.00 135.00 105.00 
Drop Siding 
ixb (Pat. 2106) 135.00 130.00 100.00 
Ine (Pat. #116) 135.00 130.00 100.00 
Ceiling 
Yqx4 110.00 105,00 70.00 
\x4 115.00 110.00 80.00 
Boards and Shipiap and 2" (Dry) 
x6 1x8 1xt0 1x12 
Construction 74,00 76.00 75.00 76.9 
Standard 67.00 69 00 67.00 72.00 
Utility 60.00 67.00 62.00 61.00 
Construction Dimension 
12 4 16’ 18° 20 
2x 4 78.00 78.00 8.00 78.00 78.00 
2x 6 78.00 78.00 76.00 80.00 80.00 
2x 8 80,00 78,00 78.00 78.00 78.00 
2x10 80.00 82.00 78.00 78.00 78.00 
2x12 78.00 78,00 78.00 80.00 80.00 
Standard Dimension 
2x 4 73.00 73.00 73.00 73.00 73.00 
2x 6 73.00 73.00 73.00 75.00 75.00 
2x 8 75.00 73.00 73.00 73.00 73.0 
2x10 75,00 77,00 73.00 73.00 73.00 
2x12 73.00 73.0 73.00 75.00 75.00 
Utility Dimension r/! only 
» 4 53.00 
x 50.00 
42.00 
44.0 
4s o 
ENGELMANN SPRUCE 
Boards and Shiplap (Dry) 
x6 1x8 1x!0 ix!2 
N 2 Btr.. 110.00 115.00 106.00 116.00 
No, 3 84.00 88.00 86.00 88.00 
No. | Dimension 
12’ 4 16 18° 20° 
2x 4 76.00 76.00 76.00 76.00 76.00 
2x 6 74.00 74.00 74,00 80.00 80.00 
2x 8 80.00 78.00 78.00 78.00 78.00 
2x10 79,00 80.00 79.00 79.00 79.00 
2x 78,00 78.0 78.00 80.00 80.00 
N 2 Di ion 
r moni?’ 14 16 18 20° 
2x 4 70.00 70.00 70.00 70.00 70.00 
2x 6 68.00 68.00 68.00 74,00 72.00 
2x 8 75.00 74.00 72.00 72.00 72.00 
2x 0 73.00 75.00 73.00 73.0 73.00 
“12 72.00 72.00 72.00 74.00 74.00 
Mills are now grading boards No, 2 and 3 
common. Millis do not grade No. 3 dimension 
as in fir 
1956, AMERICAN [LUMBERMAN AND 
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DIRECT VAN DELIVERY 


(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


- 





P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 


for you. It will pay you to investigate 


Representatives in most states, Write er phone for particulars. 


ADGETT- 


ie ¢ 


A - 8 
v, 


—L Wom 


MITH FLOORING. COMPANY trcestoin view, mo. 
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“TIE IN® 
with GATES 


That’s what this leading distributor says about the Gates 
System. H. W. “Ben” Bennett, distributor for Gates Form 
Ties in Missouri andllinois, goes on to say,/’We sell the 
Gates \Systemr of Forming and toke the orders for the 
ties. Allvef our dealers report BIG SALES INCREASES 
since stocking Gotes Form Ties and accessories...and 
their customers report SAVINGS UP TO 50% over their 
former methods of forming.” 

EASY TO STOCK because they require minimum 


storage space 


EASY TO SELL becouse they have been job-tested 


for efficiency, versatility, speed and economy 
Why don’t YOU "TIE IN” with Gates today? 


Dealerships still available in your area 
AL 12/56 


GATES & SONS. INC, 
80 Soe. Galapago Street *® Denver 23, Colorado 
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7 BESSLER 


DISAPPEARING STAIRWAY MODELS 
ett to meet EVERY need! 


AS LOW AS 


$5309 


Generous Trade 
Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY GO. 
FREE CATALOG 
AND 
WALL CHART 


BESSLER DISAPPEARING STAIRWAY CO. 
1900-8 Eost Market $4., Akron 5, Oble 


Please send free Cotalog, Wall Chart, Prices and Discounts 


1900.8 East Market & 
Akron, Oble 





lone Stete 
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MANUFACTURERS 
WHOLESALERS 


and allied 


species 


Quality Merchandise 


Personalized Service 


MOULDING PLANTS AT: 
@ Kiemath Fails, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swon lumber Co 
White Swen, Washington 


@ Heppner Pine Mills, Inc 
Heppner, Oregon 


@ High Sierra Pine Mills, inc 


Oreville, Califernia 


MAIN OFFICE: 
855 Sente Cruz Avenue 
MENLO PARK, CALIFORNIA 


tetetyP* 
o aito 


hone pal 
ee 104 


pavenpor’ calif 


30004 


Call or 
write 


TODAY 


We know you will 
be well pleased 
with our service. 


and 


WARNOCK 


Tileels lela bore 
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Adjustable Jack Post 


A new adjustable jack post, 
the Vari-Post, consists of two 
tubes, one telescoping within the other, 
a top jack assembly and an exclusive 
ring-and-pin locking device. Available 
in various lengths, Vari-Posts may be 
used for shoring up and supporting 
agging floors in basements, under 
porches, or wherever structural sup 
needed, Installation is quick 
and easy, according to the manufac 
turer, Vari-Posts are made of tough, 
prime steel, squarely cut at the ends 
for maximum bearing. Gabriel Steel 
Co., Dept AL, 13700 Sherwood Ave., 
Detroit 12, Mich 


Civele No. 201 on Coupon, page 106 
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Payroll Tax Computer 

Caleu-Tax is a device designed to 
cut the time required to prepare week 
ly payrolls in half. It shows withhold 
ing tax and the new 2% % Social S« 
curity deductions (and, optionally, 
N.Y.S. Disability) all on one line for 
wage brackets up to $250. There ar: 
no pages to turn, no calculations t 
perform and no special skill or practice 
is required to use it all you do is 
move the plastic slide to the desired 
wage bracket and copy off the figures 
Replacements available as tax rates 
change. Calcu-Tax Corp., Dept, AL, 49 
W. 37th St., New York 18, N. Y 
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NEW Ba eia a 


Gravity Roof Ventilators 


A new line of weatherproof Gravity 
Roof Ventilators includes rotary tur 
bine, stationary and revolving head 
types in a variety of sizes. The venti 
lators are made of galvanized steel and 
are designed for maintenance-free op 
eration under all weather conditions 
The rotary turbine type is available in 
two models—residential or light con 
struction and the larger industrial 
model, The stationary type is designed 
for almost any type of building. De- 
signed primarily for farm buildings, 
the revolving head type has a weather 
vane fin. Leslie Welding Co., Inc., Dept 
AL, 29483 West Carroll Ave., Chicazo, 
Ii] 


Circle No. 203 on Coupon, page 106 


Two New Models 


New shake and shingle panels now 
being manufactured by Huntting-Me1 
ritt Shingle Div. are 46%” in length 
These panels are double-coursed and 
electronically glued with veneer 
strips. This insures a permanent, 
waterproof bond and creates a dead 
air space between the exterior and un 
dercourse surfaces, says manufacturer. 
Panels available either natural, 
primed or finish painted. A single 
course panel is also available. Hunt- 
ting-Merritt Shingle Div., Canadian 
Forest Products, Ltd., Dept. AL, 601 
Cornwall St., Bellingham, Wash. 


are 


Circle Ne. 204 on Coupon, page 106 
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Prefabricated Showerwalls 


The new Wascolite Showerwal! tub 
enclosure is made of Acrylite, a non- 
laminated plastic with embedments of 
natural leaves, butterflies or shimmer- 
ing metallic mesh. At the touch of a 
finger, the shatter-resistant Acrylite 
panels slide noiselessly on separate 
tracks. All metal parts are rustproof 
extruded aluminum, available in ano 
dized gold or silver finish. Wasco 
Products, Inc., Dept. AL, Bay State 
toad, Cambridge, Mass. 

Cirele No, 205 on Coupon, page 106 


Automatic Door Operator 


The new Morrison Roly-Door auto- 
matic door operator will open, close, 
lock and unlock any garage door auto- 
matically from inside the car. Inside 
and outside lights can also be wired to 
work with the operator. The operator 
is designed to fit any overhead type 
door up to 8’ high x 22° wide. Roly 
Door Div., Morrison Steel Preducts, 
Inc., Dept. AL, 601 Amherst St., Buf 
falo 7, N. Y. 


Cirele No, 207 on Coupon, page 106 


Delfair Extras 


Delfair Oakblok and Multi-wood 
Blok flooring is now available in pro- 
tective cartons, along with Oak Stair 
Treads and Oak Thresholds. Other 
Delfair extras include: 1, Woodlife 





(continued on page 86) 


SUILDING Propucts MERCHANDISER 


To you who sell to the new construction industry 





We find 


needles in a needle stack 





The old haystack routine was a snap — just probe around for the needle 
with a magnet. Trying to find the need/e you want in a needle stack is 
that is what you’re doing when you try to determine 


something else .. . 
If this guessing 


which prospect is active in construction and which is not 
game is running up your sales cost and flattening out your sales curve, 
we suggest you try Dodge Reports. For 65 years Dodge Reports have 
been finding more and better business for most of the leading firms and 
salesmen in construction — at lower cost than they can do it in any other way 

Just tell us the type of construction and the area that interests you. The 
Dodge Reports you receive daily are easy to use individual project reports 
covering just your prospects. No wading through mounds of data. Dodge 
Reports tell you who's going to build what, where and when to step in 
to make your bid for the business; you'll know who to see, who to influence, 
who to sell. Needless to say, since Dodge Reports are compiled by experi 
enced, trained Dodge reporters, you can rely upon their timeliness, their 
accuracy and completeness. 

To see what is contained in Dodge Reports, or for further information on 
Dodge Reports services, write: F. W. Dodge Corporation, Construction 
News Division, Dept. AL 1256, 119 West 40th Street, New York 18, N. Y 


1, 


“ a“ 


Dodge Reports 
For Timed Selling to the Construction Industry 
My \ 
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Monufacturers and Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemiock, Ceder, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fast, 
experienced and complete 
information regarding place- 
ment of your order. 


BRANCH OFFICES 
CALIFORNIA 


Eureke 
Menlo Park 
Los Angeles 


OREGON 
Portiand 


MEW Yor 
New York City 


MASSACHUSETTS 
Medford 


.. oe 
CMAIL THIBDS 
GOUPON TODAY 
Maanons Luger COnTANY \ 


proof of your quality end serv- 
name, address of my neorest 
ihiey crtiscoter 2 aiistinn 4. 
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NEW PRODUCTS 


(begins on page 84) 





protection for Oakblok, multi-wood 
Blok and Oakplank, and colorful, 
easy-to-read identification tape on Del- 
fair Oakstrip bundles. D. L. Fair Lum 
ber Co,, Dept. AL, Louisville, Miss 


Circle No. 2086 on Coupon, page 106 





Autoclaved Clapboard 


Autoclaved 
nently 


Clapboard is a perma 

iding that will 
never burn nor rot, says manufacture 

The new building material, designed 
for both new and home improvement 
work, is made of a careful combination 
of asbestos fibres and portland cement 
Clapboard is made in panels 48” long 
for fast application. It provides a 7% 

exposure, Manufactured in a wide vari 
ety of modern decorator the 
panels are surfaced with Duroc, a pat 
ented material which seals in the color 
The Ruberoid Co., Dept. AL, 500 Fifth 
Ave., New York 36, N. Y 


Circle Neo on Coupon, page 


colored house 


coiors 
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2090 106 


Free-Standing Oven-Broiler 
New free-standing oven-broiler and 
i-burner range units, gas or electric, 
are designed for island or “built-in” 
installation and are part of the new 
line of complete packaged kitchens 
manufactured by Oakland. The oven- 
broiler unit is insulated for cool sides 
and top, stands 5’ high, is 24” wide 
and deep and comes with bac k recessed 
for use of flexible connectors, Match 
ing snap-on rear panel is available fo 
installations. The 4-burner 
unit is 24” wide and deep and 
36” high, on recessed base. Oakland 
Foundry Co., Dept. AL, Florida & “A’ 
t., Belleville, Il 


Neo. 210 on Coupen, page 106 


island 
range 


December 








10, 


ean 


meepects 


S 
“Packaged xe 
="! 
GOODS 


EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


OFFER 

Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


urnbuchles 


TURNBYCKLES, INC. 


BOX 333 MICHYGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another" 
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Extensible Hole Saw 


A new type hole saw will cut 
diameter holes to depths up to 9 
complete and accuracy. It 
rugged, simple construction featuring 
a flange-type lock design for fast “five 
interchangeability” of saws. 
The M. L. Extensible Hole Saws are 
sold in for 1", 2%” and 5-9 
depths. All may be used with the aver 
age %” electric drill. Midget Louver 
Co., Dept. AL, 6 Wall St., Norwalk, 
Conn. 


ol, 
with 
has 


Case 


second 


sets 
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Fix-Up, Paint-Up Tool Chart 

A new pin-up chart, 12” x 22”, illus 
trates and describes more than 100 of 
Hyde’s popular fix-up and paint-up 
tools, catalog style. The reverse side of 
the chart is a pin-up for the home- 
owner’s work bench. It features a serie 
of line drawings showing the uses of 
many Hyde tools for fix-up and paint 
up work, This combination, one-page 
catalog and how-to chart is folded for 
an envelope stuffer or hand-out piece 
Hyde Mfg. Co., De pt & AL, South 
bridge, Mass. 


No. 212 on Coupon, page 106 
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Beveled Edge Knobs 


New modern designed die-cast “V” 
shaped pulls and die-cast beleved edge 
knobs are available in eight finishes 
Mirror-chrome, satin chrome, polished 
copper, satin copper, black, polished 
brass, satin brass and satin bronze. 
Beveled edge, concave and flat back 
plates for the knobs are also available 
MERCHANDISER 


BuILDING Propucts 


in all the foregoing finishes. Various 
tyle cabinet hinges are also available 
in all the eight finishes. Penn-Akron 
Corp., Dept. AL, Woodside 77, N. ¥ 
Cirele Ne. 215 on Co 


upon, page 106 


Refrigeration Center 


The new built 
tion Center, 22.2 
refrigeration in 2 x 3 modules, 
takes only of wall and 
fourth refrigerator or freezer can be 
added if needed. The Reveo units ir 
stall into quality cabinet manufactur 
standards cabinets. On the upper 
left is a Revco ice maker refrigerator tom 
for ice cubes and volume storage. Im is the 
mediately below is cabinet storage. A Dept 
fourth Reveo unit may be added later 
On the right is an 8.4 cubic foot cus 


Refrigera 
feet of 


in 
cubic 


Re vco 

with 
foot 
Ss 


space a 


ers’ 
below 


refrigerator; immediately 
Ine P 


custom freezer Revco, 
AL, Deerfield, Mich 
Cirele Ne. 214 on Coupon, page 106 
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FROM THE WORLD RENOWNED 
OAK FORESTS OF MISSOURI 


consistent quality and beauty plus 


QUALITY 
you can see ( ving no better flooring 
OZAKK BRAND 
that extra PLUS 

and 
Milled 
kiln 
will convince 
have 


and finishing 
lound anywhere 

FLOORING gives you 
that builds hed 
you profitable repeat 
to the strictest 
One 


finest flooring 


int ie 


OAK 


tue if} customers 


QUALITY 
you can feel bring orders 


ind graded of standards 


dried to pe rlection order 


that this is the you 


you 


QUALITY 
that endures 


W rite Prompt delivery 


wire or call for quotations 


Fine Flooring Since 1927 
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Saw Set Counter Display 
Taintor Saw Sets are now individ 
ually carded and packaged in an at 
tractive, two-color, counter display box. 
Kach card carries full instructions en 
abling the do-it-yourselfer to set his 
own saws. Cards are also punched for 
hook-board display. Five carded set 
to the counter display. John H. Graham 
Aluminum Screening Rack & Co., Inc, Dept. AL, 105 Duane St 
Wood Awning Windows bs New York 8, N. Y. 
New tubular aluminum display rack Circle No. 218 on Coupon, page 106 


4 new Woodco E-Zee Loc wood aw: for Opal insect wire sereening ji " 
ing ge display re ng oe 4a minimum double-sided rack designed to suppl 
of floor space and yet allows for maxi ment the single-sided silent salesman ° 
mum demonstration of the unique qual announced “yy year ago. It has five Folding Door Sales Displays 
ity features of the window. The cu helves and will hold 10 rolls in width Full-size and portable sales displays 
tomer can test for himself its ease of from 26 to 36 Reserve storage | of Leigh Full-Vu_ steel folding door 
operation and visualize its appearance provided for additional rolls. Two open are announced, The full-size showroom 
in his home, Constructed of select kiln shelves, one on each side at convenient floor display is a working installation of 
dried ponderosa pine, this display mea height, are fitted with rollers to allow two Full-Vu folding doors, mounted in 
ures 40° wide, 30° deep and 82° high easy pullout of the screening. New Yor! a burgundy red, hardwood frame. The 
W oocle Corp, Dept. AL, Box 31, North Wire Cloth Co,, Dept AL, Yor) right-hand door is finished in beige 
Bergen, N. J Penna prime coat; the left-hand door in birch 
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What's Your Answer? 


(Answers on page 108) 


What two major factors cut the prospective homeowners’ market in 
1956? 


What was the result of a “blindford” test recently conducted by Libbey- 
Owens-Ford? 


Where may you obtain blueprints of the three NRLDA model homes? 


What sales aid will help you to sell more floor tile? 








What products did dealers say they would like to see unitized by 
manufacturers in a recent survey? 


Fit 'n' Finish Shutters Which strapping machines are used by Bradley Lumber Co., Warren, 
Ark., te bundle hardwood flooring? 

A new display for Wing-Line Fit 'n’ 
Finish Interior Movable Shutters i . In what unusual way do two dealers at opposite ends of the state of 
designed to show the shutter panels in Illinois promote building materials in their cities? 
actual sizes where they can be easily 
ee : > 4 
- eS Dae ieeneane, “ae ll upply . How many uses of Weldtex did you spot in the room pictured on 
and packages of installation hardwaré 
kits are provided with the display 
Sturdily constructed out of %” ma 
sonite with wood base, the display is 
77” high, 33” wide and 24” deep. It is 
designed to fit flush against vertical . How does the Delaware (Ohio) Lumber Co. protect its buildings from 
walls. The Sam A. Wing Co., Inc., Dept fire? 

AL, 50356 Willis Ave., Dallas, Texas 


Civele Ne. 216 on Coupen, page 106 


page 18? 


What merchandising method has enabled the Auburn (Calif.) Lumber 
Co. to keep its overhead down? 
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y OF MERCHANDISING 


J V =~ {T)) BASEMENT DOOR eee 





Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. 


Create interest and sales by setting 
up this “Silent Salesman’ in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or a money back 
guarantee, 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most sections 


BD  Vec 


AMERICA’S FINEST 
BASEMENT DOOR 





The BILCO Co., Dept. 1348, New Haven, Conn, 


Gentlemen 
Please send samples of literature so we can order a supply | 





Please send information on the display offer 








Name 
Company 
City 


Sold only by Lumber and Building Supply Dealers. 


BuILpING Propucts MERCHANDISER Circle No. 69 on Coupon, page 106 
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SPECIALTIES 


| 












YOU GET AMERICA'S FINEST WITH 





f 
The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 
Hardwoods. Consult the concerns on this page. 
. 
_ 
. 
. 
° “Hamer Lumber Sales, Inc., Kenova, W. Va. 
*MoCracken & MoCall, Inc., Lexington, Ky. ° ome ’ ’ ’ 
> Exclusive Sales Agents for 
Appalachian Hardwoods ° ]. P. Hamer Lbr. Co., Inc., Kenova. fe Va. 
Band Saw and Planing Mill at Flat Lick, Ky. : Hamer Lbr. Corp., Appalachia, Va. 
e Manufacturers Appalachian Hardwood Lumber 
> - 
- s 7 

M. E. Crisp Lor. Co., Welch, W. Va. : "Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
West Virginia and Kentucky Appalachian Hardwoods : 

Oak, Po fa , Beech, Maple, Ash, iH kory, ° Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
other hebdwoods. All leallities, manery, Chesteut end > of Appalachian Hardwoods. Maple and Oak Flooring. 

« 
. . . 

Cherry River Boom & Lbr, Co., Richwood, W. Va. ‘ The M. B, Farrin Lbr. Co., Cincinnati, Ohio 
Appalachian Hardwoods, Flooring, Planing Mill Products ° Kiln Dried and Air Dried Appalachian Hardwoods. 
Glued Dimension. ° “Century” Oak and Maple Flooring. 

° - 7 — ee 
. 
° Wood-Mosaic Corp., Louisville 9, Ky. 
. . " ’ 
Bemis Hardwood Lbr. Co., Robbinsville, WN. C. ° White and Red Oak, Walnut, Poplar, Basswood, Beech, 
: e Cherry. Mahogany and Lauan Lumber. Domestic and 
Hemlock, Hardwoods, Flovring, Dimension. ° imported Veneers. Hardwood Flooring—Oak and Maple 
> Strips and Laminated Block and Special Pattern Flooring. 
. 
* 
. 
° *Member Appalachian Hardwoods 
4 Manufacturers, Inc. 
° 
>. 
. 
° nisin pana 
_ 
7 
>. 
& 


bias ALWAYS SPECIFY APPALACHIAN HARDWOODS 
Le 
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CHAIN DOOR GUARD 


Neat design. Narrow (%") 

chain holder fits modern 

trim. Case hardened steel chain. 
Extruded Brass and extruded Aluminum 
in standard finishes. 


Bright red cards 
feature new IVES 

No. 483 Chain Door 
Guard in transparent 
plastic bubble. Sells itself! 


MERCHANDISER D483 


Colorful counter salesman gets 
impulse sales, Holds six self-selling 
Chain Door Guard bubble cards. 
Available in Brass (D483), or 
Aluminum (D483A). 


YOU DISPLAY ‘EM THEY'LL 
SELL THEMSELVES! 


THE H. B.IVES CO. Coneencut 


Circle No. 38 on Coupon, page 106 
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Season's 
Greetings 


FROM 


UNION LUMBER 
COMPANY 


Inspired by the Spirit of Christmas, 
our wish for all our customers and 
other friends for all the world 

is Cooperation—the key to Good 
Will on Earth 


; “THE RD Fort Bragg 


San Francisco 
Los Angeles 
Park Ridge, Ill 
New York 


\ od) 
mate | 


Noarly Three Quarters of 


a Century of Fair Dealing 





The u! 
and Redwood furniture 
to increase 1957 sales 


Create a profitable Redwood 
products department from 
America’s largest assortment, 


Write for details about an entirely new sales plan on 
pergolas, arches, fences and barbecue sets that can 
double your volume and profits. 


Ail shipments POB factories Michi 
gan, Minnesota, Wisconsin or Cal 


VANDY-CRAFT 


The Ultimate in Redwood Products 


14106-1712 Merchandise Mart 
Chicago 64, Illinois 
Circle No. 39 on Coupon, page 106 


91 





DENISTON 


“LEAD-SEAL” NAILS 
are engineered 
to stop roof leaks! 


seem odd to pi ture 





It may 
a group of engineers busy 
such an item as a 

jsut it became 


engineering 
roofing nail 
necessary As 
developed from farmers on 
damaged stored crops, equipment 
and machinery caused by leaks 


complaints LEAD-SEAL” 


around ordinary roofing nails 


So Deniston engineered a 
rooting nail specifically for any 
fype metal roofing with a 
“lead-seal,”’ triple-lock and 
drive screw shank. Now, 
when the hammer strikes 
the nail, the ‘ 
and the lead are forced 
through the sheet, the 
sheet springs back over 
the “bump this solidly 
locks together the nail, 
lead and sheet. Result: a 


permanent seal through Also 
furnished 
in Ring 
Shonk and 
Straight 


TRIPLE. 
LOCK 


‘bump” 


DRIVE SCREW 
SHANK 
which no moisture can 


penetrate, Deniston 
*Lead-Seal” Roofing Nails 
will not leak in any kind of 
weather and will outlast 
any kind of roof 


You won't find a bad 
Deniston nail in a carton as 
they are manufactured under 
rigid specifications from raw 
material to the finished nail 
All Deniston nails can now 
be shipped in either 50 Ib 
or 100 Ib. sturdy 3-ply cor- 
rugated color-board cartons with hand grips for easy handling. 


With customer satisfaction so important to your profits, it 
will pay you to investigate the full details on the unusual 
advantages of Deniston ‘‘Lead-Seal"’ Roofing Nails. Ask your 
jobber or write to us direct for descriptive circulars and com- 
plete price information . . . no obligation. 


THE DENISTON COMPANY 


49th & South Western Avenue 
Chicago 9, 





IN CANADA 
MASTERN STEEL PRODUCTS CO., LTD. 
PRESTON, ONTARIO 


Circle No, 50 on Coupon, page 106 











Iilinois | 


THE NEW 


HM 5-O 


ELECTRICAL 


PUTTY SOFTENER 


ASK YOUR JOBBER 
FOR THE COMPLETE 
DETAILS 


RETAIL 


> 
53.50 

IN THE U.S.A 

This is a modification of the commercial Putty Softener 


especially for the home owner. Its wattage is 250 and 
110 volts A.C. Each in an attractive display carton 


made 


operates on 


THE FLETCHER - TERRY CO. 


Circle No. 


872 SOUTH ST. 
FORESTVILLE, CONN 


51 on Coupon, page 106 
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SCREW ANCHORS 


SELL it for profit! RENT it for 


profit! LEND it for profit on 
increased sale of Molly screw 
anchors! Patented Hi-Speed 
Installer makes perfect instal- 
lations. Installs 8 Mollys per 
minute in prepared holes. 
Handles any size Molly with- 
out change or adjustment. 


CORPORATION 
DEPT. 120 
— READING, PA. 


Circle No, 52 on Coupon, page 106 
a1 he r 10, 
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Consumer Data 





Basement Door. A new comprehen 
sive, six-page booklet tells how to r 
place your worn-out wood hatchway 
with a modern all-teel Bileo basement 
door. Included are detailed installation 
instructions, which are liberally illus 
trated with photographs. The Bilco 
Co., Dept. AL, P. O. Box 1203, New 
Haven, Conn 

Cirele No. 219 on Coupon, page 106 


Ornamental Iron Railings. A new 
12-page catalog shows and tells how 
Adjusto-Ease iron railing can be 
adapted for both level and stair instal 
lation. Step-by-step instructions show 
how to install Standard adjustable iron 
railings. Liberally illustrated are the 
parts that make up the new adjustable 
railing, which is available in an un 
limited range of sizes, with columns 
to match, for every type of building 
Standard Equipment, Inc., Dept AL, 
Bel Air, Md 


Cirele No. 220 on Coupon, page 106 


Electric Tools. A new 32-page 1957 
catalog (No. 104) describes 69 portabl 
electric tools and kits with over 400 
accessories for do-it yourself home 
craftsmen and hobbyists. Included are 
over 150 pictures of tools and thei: 
uses with complete specifications and 
prices for electric saws, sanders, drills, 
planes, routers, shapers, combination 
tools and gardening equipment. Porter 
Cable Machine Co., Dept. AL, 93 Ex 
change St., Syracuse 8, N. Y 


Circle No. 221 on Coupon, page 106 


Technical Data 


Door Units. A new, four-page cata 
log describes and shows Jelco’s assem 
bled wood door units, including an in 
terior door, pocket door and sliding 
door. Included are complete instal 
lation instructions and sizes. Jenkin 
Lumber & Mfg. Co., Dept. AL, 4120 
First Ave., South, Birmingham, Ala 

Cirele No. 222 on Coupon, page 106 


Flush Doors. A new four-page com 
prehensive folder contains complete 
descriptions and illustrations of the 
manufacturer’s line of hollow and solid 
core flush doors for commercial, resi 
dential and industrial use. A section 
devoted to specifications and specie 
is also included. New product innova 
tion features are covered with specific 
mention made to a new sanding tech 
nique which bring out with greate: 
vividness the beauty of the door face 
grain. Atlas Plywood Corp., Dept. AL, 
1432 Statler Bldg., Boston 16, Mase 


Circle Ne. 224 on Coupen, page 106 


Promotion Tool. A new, 48-page 
book on merchandising, selling and ad 
vertising shows and tells you how to 
use American rental sanders as a 
means of earning an extra $1,000 of 
net profit yearly. Also—in this sal 
promotion tool—experts show you how 
to use store layout, window displays 
store interiors, personal selling, direct 
mail, telephone directory, store maga 


BUILDING Propucts MERCHANDISI 


b 


zines, newspaper, radio 


tising to 


sell more ¢« 


your store 


St. Clair 


No 


The Amer ( 
facing Machine Co., Dept 
St., 


Toledo 


Flooring Products 
read, 12-page catalog 
complete line of Azroc! 


ucts in full color, Inelud 


descripti 


where to 


f 


architectural specific atior 


asphalt 


tile, 


Azphlex 


Div., Uvalde Rock Asphalt Co., Dept 
Al., Box 531, Sa Antor lexa 
tive Ne 225 on Ceupen, page 106 


Plaster and Acoustical Systems. Ar 


a ry ive! © lh nt pape mm , t of data on vi ini i 
verytning n ite plaster and ac istical systems con 
| or Sul tal i immary f fire test 7 
Al A vern bitte y en we ed pe 
nea " ind nforma n or i ‘ 
page 106 of vermiculite plastering and a 
Lica treatment Chese nelude Danse 
quick-t oat gypsum plastering fireproofing 
trate the na nsulating backup for panadre 
ire product machit method of applying light 
all and bref veight plaster, Zonolite Co., Dept. Al 
Azrock 135 S. LaSalle St., Chicago 38, Hl 
vinylized tilt Civrele Ne. 226 on Coupon, page 106 


Tartrer. WEBSTER 
& Jounson, INC. 


¥, fe” hee Noms . 
: ' 
j : ° 





93 





CONSIDER 
the 
SOURCE 6 


IN REDWOOD, 


Hobbs Wall is a source of 
satisfaction, Hobbs Wall serves 
dealers everywhere with the 

best in Redwood. And has for 

over 90 years 
For the name of your nearest repre- 
sentative, write or wire Hobbs Wall. 


HOBBS WALL 
LUMBER CO. 


405 Montgomery 51., Sex Francisco 
GArtiold 1.7752 « Teletype $F -761 


Hobbs w all is I nC lusive Diseributor re 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


Circle No, 64 on Coupon, page 106. 
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SALES AIDS 
(begins on page 88) 





grain. The portable sales display is a 
miniature Full-Vu folding door instal- 
lation, mounted in a burgundy red hard- 
wood frame. Doors operate exactly as 
full-size models. Leigh Building Prod 
Div., Air Control Products, Inc., 
AL, Coopersville, Mich. 


No. 227 on Coupon, page 106 


ucts 
Dept 


Insulite Uses Mass Display 


Insulite has borrowed a successful 
merchandising idea from the super 
markets to help sell Insulite tile. Ten 
or 12 cartons of Insulite tile are stacked 
up and decorated with a sample tile 
display, silent salesman poster and 
colorful signs. Also included in the pro- 
motion is a brightly colored transparent 
acetate window poster, which desig 
nates the lumberyard as home improve 
ment headquarters. Insulite, Dept. AL, 
500 Investors Building, Minneapolis 2 
Minn 


Circle Ne, 226 on Coupon, page 106. 
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v 
ot Columns 


PL Ane GHART 


. . ew Been 


n Brand 
2ES§CREEN 
Rollers 


Concave Face 
2 models, for fibre glass or metal screens. 


Standard 2° dia 
For inserting spline into frame ofter 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face. 
For fibre gloss roller model, send 
section of channel, screen and 
spline to insure correct size roller 


Convex Face 


Standord 2" dia. x 
1/16" face 


Primarily used in putting the screen 
ing into the frame slot. Can be sup- 
plied with 3/32" rounded edge. 


Flanged 
, * 


| ee 


and 
width 


size is 2” 
by 9/16 


Standard stock 
1.5/8" diameters 
of face 


Special sizes on all above tools can be 
made to order, Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S.A. 
Circle No. 85 on Coupon, page 106. 
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SAVE MONEY! GET 
NEW GUARANTEE 


Good as new! We, as country’s 





— 
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Counter Display Card 

A counter card has been produced 
to help increase impulse sales for Versa 
ornamental iron railings and columns. 
It has a handy pocket for consume: 
literature telling how to plan and how 
to order. Versatile design allows dealer 
to display card on the sales counter 
or attach it to the regular Versa rail 
ing demonstration display unit. Versa 
Products Co., Dept. AL, Lodi, Ohio. 


Circle Ne. 229 on Coupen, page 106. 


December 10 


best qualified equipment dis- 
tributor, guarantee it! 2,000 to 
15,000 lb. models with solid or 
pneumatic tires; any size; lift- 
ing height. Clark, Towmotor— 
Moto Lift, Ross and Hyster. 


Write for prices, delivery, 
information. 


Mements Eouremesr ) 
CONSTRUCTION AND AUTOMoTive \‘ Omfiang. 
766 oo. TURD oF. ae ey TENNESSEE 


Circle No. 86 on Coupon, page 106. 
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Heavy Duty Saw 


The new, 
Darra-James 10 
saw cuts to a 
The heavy duty 
and elevating assembly of 
design with easily) ssible 
handle, control wheels, positive locks 
tilting seale. Furnished 
two table extension 
gauge exten 
s10n bar, patented 
spring-tension motor mounting and 10 
combination blade. Toolkraft Corp 
Dept Al., Plainfield St 
Ma 


capacity Model 100 
tilting arbor circular 
full depth of 3% 

saw boasts a tilting 
advanced 
crank 


big 


acce 


ind accurate 
with the saw are 
miter 


yauge, miter 


rods, fence, guide 


Springfield 


1 Coupon, pace 106 


Spacemaster 


30-M All Purpose Merchand 


Portable Island Unit 


A new, lightweight, fully portabk 
island merchandising unit, No. 30-M 
Merchandiser presents any type of mer 
*handise. The sturdy mercnandiser pro 
duces over 18 feet of active 
merchandising space in less than 2/3s 
of a square yard of floor area. Com 
plete unit include 1 Spacemaster 
single slotted frame with rubber 
tipped end braces; 16 shelf brackets 
and 8 metal shelves. Reflector-Hard 
ware Corp., Dept. FP-M-AL, Western 
Ave. at 22d Place, Chicago 8, Il. 

Cirele No. 241 on Coupon, page 106 


square 


SUILDING Propucts MERCHANDISER 


Portable Steel Partition 


A free-standing steel interior: 
tion, Portable Weber Wall can be erected 
in a matter of minutes by anyone. Each 
panel is a complete unit, with post 
at each end. All glass is in place. Port 
able WeberWall features nine standard 
panel widths, heights of 39", 42°, 56”, 
68” or 84", with either clear or fluted oi Raeee: ~~ 
glass in the upper sections, if desired ee 
Panels are available in a range 


parti 


f 1? (continued on page 96) 


Surest Way To Satisfy Customers 


SELL MID-STATES! 





“GALVANNEALED” FARM FENCE — Not! 
tates Galvannealed for 


t it 


“GALVANNEALED” BARBED WIRE 
Stays on the job long after ordinary galva ing ca 

nized wire must be replaced. Made of copper y life 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 


spaced on evenly twisted cables. Types and es copper - bear 
a eal 


weights available for all needs 
GOLD 

WNSTAyg, yh Sl alt STEELPOSTS Os 

MAltg ils . : 4 : Ss : pe So line 


“anon 


touch Mid 


long ability to la triple- wrapped 
t expans 


a} heat pro 


neavily-crimped t ) +e 
and contractio rough a spe 
wire has a 


fused into the 


GOLD BAND CURVED-FACE 
“T” RAIL STEEL POSTS 


{ 


8¢ 
| OMMOn 
0 
$7 f $ 
stews | Mut 


MID-STATES STEEL WIRE NAILS 

Made from full-gauge, open hearth, copper 
hearing steel. They're well pointed 
uniform and have wel 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100 
pound cartons 


trong 
entered heads that 


COMPANY 


FLORIDA 


MID-STATES STEEL AND WIRE 


CRAWFORDSVILLE, INDIANA JACKSONVILLE 


Circle No. 53 on Coupon, page 106 
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| When Kindergartners 1 : 


lie down for naps 


Check that Ft. Lauder- “ 
dale, Fla., report on ' 
hardwood floors and— 
remember, for warmth 
underfoot and fewer 
sniffles — for resilience 

and less teacher fatigue 
—for easier cleaning 

and less janitor grum- 

bling — the wise pick 
MAPLE and the wisest 

pick WELLS. 








Puta tk ¥ eto x: 
) LUMBER COMPANY 


Menominee, Michigan 
Phone 3633 or 6400 


96 


ry 
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NEW EQUIPMENT 


(begins on page 94) 





New Floor Jack 


This new 
Lo push ol 
place with a min 
machin i of lig 


jack or puller is designed 
pull hardwood flooring into 
mum of effort. The 
htweight aluminum 
approximately 6% 
within %° of wall 
once set, permit 
ting easier one man floor laying, manu 
facturer says. Penn Supply & Equip 
Dept AL, 2467 Bedford St., 
enna 


ALLOY weighing 
pound work to 


It will stay in place 


ment (o,, 
Johnstown, 


Circle So. 245 on Coupon, page 106 


Adding Machine 

Ke ys, colored 
make operation of the new, 
hoard No adding machine 
while a quieter, higher 
nism provides faster, mors 
eration, A triangular symbol 
matically prints next to the first 
listed, indicating to the 
the machine is cleat 
the next listing. The 800 offers sing! 
or double spacing and is mounted on 
rollers for greater mobility. Monrose 

‘alculating Machine Co., Inc., Dept. AL 
Orange, N. J 


Cirele Ne. 254 on Coupon, page 106 


function, 


full-key 
impler, 
mecha 


according to 


KLO 
cycling 
silent op 
auto 
item 
operator tha 
and ready for 


Heavy Duty 18" Band Saw 


wood and metal 
signated the Wal 


4 new combination 
working band saw, de 
lace No. 56 is available in a straight 
belted drive—high range. Also 
in a combination version which permit 
a full range of cutting speeds from 50 
per minute up to 3800° per minute. A 
universal type of motor mount permit 
the use of any desired horse power 
from ‘% up to 2 hp. J. D. Wallace & 

, Inc., Dept. AL, 800 N. Detroit St., 
Warsaw, Ind 


Civele Ne 


Spe ed 


255 on Coupon, page 106 


Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lim 
berman, 139 N. Clark Street, Chi- 
cago 2, Tl. 


TAL 





| 


Lotro” 


Z 
4 
<> 


SS “She 
(e. No Nails dv 
cr No Screws >) 
No Bolts 
All. 
Constru 


My TSSSS sor 


Set up or knocked down 
instantly. Each set of 2 packed 
in a colorful display box. 12 ie 


sets to a carton. Nationally 4 
advertised; dealer helps 
c 
° 


free. Order from your 1 
ae 


SSH 
» 
4 
VHS 
Waar 
One 


% 
¢ 
Tos 


YD 


wholesaler, or direct 
if he cannot 
supply you, 


GRAND HAVEN 
STAMPED PRODUCTS CO. 
Grand Haven, Mich. 
Circle No. 88 on Coupon, page 106. 





Here's the one thar 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 


WILL NOT SHRINK it WORKS BETTER 


STICKS AND STAYS pif 
‘ 








Most dealers report: 

“Our sales of Dur- 

ham’s Rock - Hard 

Water Putty keep 

doubling, year after 

year.” What's more, 

Durham's Rock 

Hard Water Putty 

rives you by far the 

S st profit margin on 

any product of this 

nature. Use it yourself, and you ‘ll quickly 
see why it sells so fast, and repeats so regu 
larly how patching materials may shr nk, 
fall out or chip off. Durham's Rock-Hard 
Water Putty , he not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-Ib. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in. POWDER Form 


Circle No. 89 on Coupon. page 106. 





First htte of 
builders from 
coast to coast! 
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CEEREREE 
REKEEEEER 
& Loeb 


La ManCo 


FOUNDATION 
VENTILATORS 


Why are Lo Man Co Foundation Ventilators the 
choice of more builders each day? Because they are 
an attractive, new improved and construction 
tested design. . . They are made of die-cast alumi- 
num alloys, and are far stronger than sand-cast 
scrap aluminum units already on the market 
they will not rust or deteriorate they’re faster 
and easier to install . . . they’re available in four 
models—all one standard 8’x16" size, with or with- 
out screens and shutters... they’re completely ap- 
proved by FHA and Public Housing authorities 

For quality and economy, for proper ventilation 
and life-time service-— your best buy is Lo Man Co 
Foundation Ventilators 








Ask your jobber or write today for complete inforrnation. 





ONE STANDARD 8” x 16” SIZE 
4 Models Available 


speiaem Ventilator Grate 
) tree area 


only-—pre 


No. AlO 


with 8x8 mesh 


ir¢a 


No. A20 Alun 


inum Ventilator Gears 
SCREEN pro 


les 83.2” of free 
Ventilator Gaeatt 
Screens, and galvanized S uurrex. 83.2” 


AZ0A Aluminum Ventilato 


Sceren, and aluminum Sut 


with Sa" me 
of free area 


Alur 


num 


No. A30 


Grate with 8x8 mesh 
Trex. 83.2” 


No. 


of free area 











America's Largest Exclusive Louver Manufacturer 


MANUFACTURING & SUPPLY CO. 


3603 WOODDALE AVE. . 
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MINNEAPOLIS, MINNESOTA. 


ARMSTRONG Products 
for Glazing-Caulking-Sealing 


Scientifically Compounded and Tested 
in Our Research Laboratories 
and in the Field 


va” 


PLASTIC 
GLAZING 
COMPOUND 


| a te 
esi 

For Wood or Metal Sash ' 
down on inventory, save shelf space and make a 
ifit on every sale with 33" the 2-in-1 glazing com- 
two grades of putty 
and keeps the bond between glass and 
sash permanently intact, It doesn’t crack, crumble or chip 
Maintenance is held to a minimum during the entire life 
of the ish. Excellent utility item for patching nail holes 
and cracks before painting and setting plumbing fixtures 


Cut 
larger pre 
pound Replaces 


tays elastic 
} 


CAULKING 
COMPOUND 


For the 
Home Handyman 


big advantages of 
dirt, 


Point out to customers the 

“Rely-on |, its many uses—eliminates drafts, 

insects, rot, unsightly holes and cracks, inside and out 

2, it adheres to practically any surface — wood, brick, glass, 

tile, cement, masonry, plaster 3, does not dry 

ind become rock-hard; will not crack, chip or crumble 
ys permanently elastic 


A KWIK-SEAL 


BATH TUB and 


stone 


out 


TILE SEALER 


Easy to Sell Zf ‘\ , 
Highly Profitable al 
until you stock 


is not complete 
that literally 


fast-moving item 


Your picture 
K wik-Seal—a 
sell itself, 

, it’s the answer for sealing 
cracks around bathtubs, lavatories, and kitchen sinks. Ex- 
cellent for filling nail holes and cracks in walls, window 
frames, and baseboards, Kwik-Seal adheres to practically 
iny surface—plaster, glass, tile, cement, wood, wallboard 
or metal. Dries fast with smooth, satin-white finish, and 
will not chip, crack or crumble 


Packaged in big 6-oz. tubes 


See Your Jobber or Write to Us 
Direct for Additional Information 
on these Armstrong Products. 


———, 
Sai 


bg @y 
THE onertin threats COMPANY 


Chicage 28, ilinels 
Richmend, Calf. © Cherlette, .C 


1001 East 103rd Street 
OTHER PLANTS: Detroit « 
Vo. 


Delles + 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
. knowledge of mill's 
specialties, resources and facilities .. . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 


mill contacts . . 


today. 


a 


VAN VALER LUMBER CO. 


Radio Central Bidg 
Spokane 4, Wash. 


e TEmple 8.367! TW SP I? 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: POS72 


WALES LUMBER CO. 


OLD NATIONAL BANK BLOG 
SPOKANE, WASHINGTON 
Our Jlnd Year 


~HALLINAN LUMBER CO. 


628 5. W. Harrison St. Portiond |, Ore 
MANUFACTURERS DOUGLAS FIR 
Teletype PD 457 


Sen Proncisce 4, Collf 7 


CApitol 6.9236 


Circle No, 90 on Coupon, page 106 
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NEW PRODUCTS 


(begins on page 84) 
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Multi-Purpose Handy House 

A new, all-stee] utility unit named 
the Handy House is designed to meet 
in increasing demand for additional 
home storage facilities. It is a perma 
nent structure designed to provide 
weather and fire protection for gar 
den tools, lawn furniture, wheel toys, 
fertilizer, etc., or as a construction 
field house, chicken house or pump 
house, Available in three basic sizes. 
All three models are 7 high at the 
front and slope toward rear for drain 
age. Grand Sheet Metal Products Cx 
Dept. AL, 2055 Ruby St., Melrose 
Park, I 


Civele Neo 


DeLayeo 
Our 
P valle) | 


Delayed Bolt Action 


An improvement in design of the 
new Ives extension flush bolt features 
delayed bolt action. There is no resis 
tance to overcome because feathe! 
touch lever provides 40 of 
finger grip space before the bolt 
actuated, manufacturer says. Made in 
two models, the 257 Series face siz 
is 6% x 1%"; the 258 Sevies face 
size is 6%" x 1”. The H. B. Ives Co., 
Dept. AL, 6 Artizan St., New Haven, 
Conn 


action 


Cirele Ne, 247 on Coupen, page 


New Look in Wall Covering 


Panelcork, a new wall covering, is 
a cork-faced hardboard designed for 
easy installation as both a structural 
and a decorative wall covering. Stand 
ard panels are 5/16” full x 32%” x 
i8\%", tongue and grooved, beveled at 
the edges and scored in 16” squares. 
Panels are finished in a stain-resistant, 
clear resin to bring out the full beau 
tv of the rich, natural cork tones, Pan- 


(continued on page 102) 





WATVRAL- 


FOR ADDITIONAL 
TIE-IN SALES! 


DENNIX LEGS — the 
complete line of 
furniture legs. 


Heavy Duty 
Steel Bracket 
for straight or flare style 


BRASS LEGS 


Tapered aii steel brass 
finish, rust resistant 
Made in 5 popular 
sizes, automatic self- 
leveling glide, tilts, 
swiveis, adjusts to 
straight or flare style, 
complete with hoavy 
duty bracket. 


WOOD LEGS 


.- Made of genuine 
hardwood beautifully 
tapered, in 8 popular 
sizes from 34” to 28” 
Swivel glide or solid 
brass ferrule, heavy if 
duty steel bracket. 


WROUGHT IRON LEGS 


Hairpin leg made of 
heavy steel in 5 sizes, 
easily attached, available 
in Diack, brass or 
copper finish. 


BED SPRING LEGS 
Gracefully tapered of 
genuine hardwood 
Patented steel clamp 
converts any coil or 
flat spring into a 
Hollywood bed, 7” in 


height comes in 1 

mahogany, biond or Jj 
unfinished. Also 
available with casters 


SHELF SPACERS 


Revolutionary new way 
to build peoncases, room 
dividers, step tables 
and shelves, Made 

in two sizes of 

genuine hardwood 


SHELF BRACKETS 


Heavy duty wrought 
iron for shelves, 
doorways, flower 


boxes and signs 
— 
SEND FOR 


FREE CATALOG 


of the world’s finest furniture 
and bed legs, in wood, metal 
and wrought iron. 

DENNIX PRODUCTS COMPANY 

Dept. 12 A 

16 Fifth Ave., New York 11, N.Y 
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Another big-selling cedar product from Giles & Kendall 
fer do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


This 6 @ beautiful, ce 
sonded cedar chest from the heart of genuine 
Tennessee cromotic red cedar Carefully 
selected for fine oppearance and sturdiness e 
it 5 solid %" cedar, with S-ply pone! top thet 
will not werp or crack Each unit is complete 


* strong promotional 
item to draw new 
customers. 

* across-the-counter 
item, packaged to 
take home. 


mpletely milled out end 


nationally adver- 
tised in Living for 


You'll make the 
sales because... 


* customers want additional 

storage space that is moth- 

proof and handsome. 

* this is genuine Tennessee 

aromatic red cedar. 
customer saves about 

$25.00 per chest. 


* anyone from 12 to 
70 is a potential 
customer. 

* only a screw driver 
is needed. 

* good gift item (esti- 
mated 50% of sales 
are for gifts). 

* sells steadily the 


CEDARCO 


CLOSET 


Another Giles & 
Kendall favorite 

with the handy 

man. Manufactured 
trom the heart of 

red cedar, already 
tongue and grooved 
with matched ends 
available in different 
lengths ond widths 
Goes on over exposed 
wall studs, plaster 
wallboard Free 

8 page illustrated 
guide booklets ready 
for your imprint. Free 
warranty against moth 
damage available with 


each completed job 


year ‘round. 


with oll hardwore, push button lock, brass 


ferrules. Size 20° « 20° « 47 Young Homemakers. 


GILES & KENDALL COMPANY 


Box ‘‘F’’ Huntsville, Alabama 


Wholesale only — for name of 


Circle No, 56 on Coupon, page 106 


REDUCE delivery costs 
SPEED UP deliveries 





FREE! EZ-Way pr ofit kit to give you more sales! 


\ a 


\ 

il Full of sales aids and sales-making ideas, the 
EZ-WAY PROFIT KIT will help you increase 
tie-in sales—as well as create demand for EZ-Way 
Disappearing Stairways. An EZ-Way unit starts 
home owners thinking about ATTIC CONVER 
SION—and that can create $200 or more in tie-in 
sales for you! 

One or two EZ-Way units in a housing develop- 
ment creates a demand that snowballs into tre- 
mendous sales possibilities if you are ready. So 
don’t wait. Get a good advance look at what 
EZ-Way offers you. Learn how EZ-Way can help 
you make more sales. Write for your EZ-WAY 
PROFIT KIT today 


EZ-WAY Sales, Inc. 


Box 300-22 


ROLL-OFF 


Complete 
Bed: Shipped 
KD. Easy 
Assembly & 
Mounting 

: Unioad a Load 


or Half Load at a Time 


Write, wire, phone { 


Catalog ond Pr 


The R=B Company 


1921 Guinotte, Kansas City 20, Mo. 
\ er 


$tf OVA 
CATALOG IA 
SWEET'S 


St. Paul Park, Minn. 








~~ — 
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operating with the Fairfield Cham 
ber of Commerce, is helping sponsor 
waste containers at busy, downtown 
intersections. 

In Peoria, G. R. Becker Lumber 
Co. co-sponsors waste containers in 
the downtown area and shopping 
centers with other non-competing 
retailers. The containers are owned 
by an advertising agency, but the 
city removes the trash. 

So that the four cooperating 
sponsors for each container get the 
same advantage of position, the 
agency rotates the containers a 
quarter turn each month. 


dent. Their labor rate was $1.10 
minimum. With our fork lift truck, 
our unloading crew 1s less than half 
what it was 

“Another big acvantage,” adds 
Shields, “is that we can unload 
trucks and cars rapidly and avoid 
waiting charges.” Shown in the 
above picture are a light load of 
peat moss bales 


Paper Bags 
Encourage Self-Service 


Clipping several different sizes of 
paper bags to the end of a display 
fixture is reaping extra dividends 
for Ruby Lumber Co., Madisonville 
Ky 

“Originally, we clipped the bags 
on the ends of the islands for the 
convenience of our salesmen,” says 
manager Jimmy ‘True, “but we 
found that impatient customers of 
ten help themselves and take their 
bagged purchases to the cash regis 
ter. In fact, it’s becoming a pat 
tern of self-service we didn't an 


Home-Made 
Screen Merchandiser 


A simple rack simplifies display 
ing and stocking window screen 
ing at Cole Lumber Co., Van Nuys, 
Calif. 


ticipate 


Fork Lift 
Does Work of 10 Men 


A three-ton capacity fork lift 
truck now replaces about 10 laborers 
during lumber unloading and stor 
age operations at Shieids Lumber & 
Coal Co., Greenville, Del 

“We used to have to hire up to 25 
laborers every time we got a large 
truck or rail shipment of lumber,” 
ays Daniel F. Shields, Jr., presi 


Waste Bins 
Good Advertising 


Two lumber dealers at opposite 
end: of the state of Illinois have 
found advertising on waste disposal 
bins can help promote building ma 
terials and build goodwill The 
Southern Illinois Lumber Co., co 


“The rack uses a minimum of 
space to merchandise screening,” 
says owner George Cole. “We can 
tell at a glance what sizes we have 
on hand and customers can select 
the proper width and type easily.” 

The eight bins of the 84”x84” 
rack are subdivided into 16 com- 
partments by shelves. The first hori- 
zontal separator is 49" from the top 
of the rack. Succeeding shelves are 
graduated in 4” steps so different 
widths can be stored without wast 
ing space 





FLEXTRIP. solves settling problems 


tow_cosr Horizontal Sliding Aluminum Primary Window 


* Large Nailing Fin 

* Rigid, Tangve-Lock 
Construction 

* Viny! Weather Seal 

* Design-Patented Drainage 

* Clamp-leck Corners 

* Removable Sliding Section 


Flextrip ~a special stainless-steel, show-case type runner 
will absorb up to ‘4” of house-settling variations on two 
sides and the bottom. Result—freedom from complaints 
and service expense, and greater profits for you 
Storm King’s Slide-O-Matic window is available in 51 


sizes, in types for every home. Investigate this beautiful, 





money-saving window — today! 








DISTRIBUTORS: A few fine 


STORM KING CORPORATION 
territories still avoiloble, 


Miamisburg, Ohio 
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Don . wah 


the most versatile 


JOIST HANGERS 


ever developed — 


Teco Iripl. ld] Framing Anchors 


ELIMINATE heavy strap hangers, 
notching, shimming, toenailing. 


One size fits joists from 2”x4” to 2” x12” 
STOCK ONE SIZE ONLY! 


Write today for DEALER ARRANGEMENT 
TIMBER ENGINEERING COMPANY 


Dept. 56-A 
1319 18th Street, N.W., Washington 6, D. C. 
Circle No. 60 on Coupon, page 106 
BUILDING Propucts MERCHANDISER 











Mi 


For siding, sheathing 
and subflooring, choose 


workable, decay-resistant 


Incense Cedar 


one of the woods from the 
Western Pine mills 


Durable and lightweight, this pleas- 
antly fragrant softwood is in demand 
for a wide range of residential and 
industrial construction work where 
resistance to decay and workability 


are important, 


,; ” Write for ree illustrated 


Facts Folder about Incense 
ENSE Cedar to: Westenn Pine As 


CEDAR y OCTATION Yeon Building, 
wv, Portland 4, Oregon 














The Western Pines 


' and these woods from 
the Western Pine mills 


idaho White Pine 

| WHITE FIR 
Ponderosa Pine | Incense cenan 

, RED CEDAR . DOUGLAS FIR 
Sugar Pine | ENGELMANN SPRUCE 

| LOOGEPOLE PINE - LARCH 


are manulactured to high standards of seasoning, grading, measavement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


oo aaa 





ne ~ a 
Rn rn . 
ae eee 








NEW PRODUCTS 


NEW ADDITION 0 | oe ee 
A FULL LINE’ he 
Vf 


of SAFE Builders’ Hardware - ii 
LN 





Vi. 
gravity type 


LETTER PLATE 


eleork can be installed directly to stud- 


BRASS. STEEL or ALUMINUM d : ding or over finished walls, says manu- 
A a cam he facturer. Dodge Cork Co., Inc., Dept. 
1%" « 7” epening meets Federal Specifications, p : Al Lancaster, Penna. 


Circle No. 258 on Coupon, page 106, 














@ beautifully 
finished 

@ priced for 
profit 


Write for FREE illustrated catalog of Safe's 
competitively priced, complete line. 
ORDER FROM YOUR JOBBER 


PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 








Circle No. 92 on Coupon, page 106 Garden Tool Holder 
> } New True Temper tool holder stores 


; 9 or more garden tools safely and com- 
CW = pactly on any wall or studding. Braced 
es - steel plate, 6” wide and 34” long, is 
a \ | finished in bright red enamel with tool 
ole) 6):j83 EDGE = hints printed in white. True Temper 
‘ , AL, 1623 Euclid 


Corp., Dept. Ave., 


: ‘ Cleveland 15, Ohio. 
Hack Saw: y Cirele No. 239 on Coupon, page 106, 


Now ONE hack saw blade Cancer can’t strike me, 
for cutting all thicknesses I’mh iding. 

of metal, Home owners . 
and mechanics will really 
go for this new flexible 
blade, 


individually carded 











“iis \ Cancer? Multi-Purpose Paint Scraper 

The American Cancer A new multi-purpose paint scraper, 
with a pivoting, indexing cutter blade 
sabia it : which can be locked in eight positions, 
ORY POOPNe Cre of tt, features a pistol grip handle. By re 
NEEDLESSLY ! That's why leasing the knurled nut, the cutter and 
I have an annual medical housing rotate and lock to scrape in 
checkup however well I any plane, while the user’s hand is in 
feel, I know the vn a normal and comfortable position. 
Toh 5 WWW ENS COVER Made ef hardened and tempered high 
danger signals, And carbon steel, the cutter has four differ- 
when I want sound ent edges for coarse and fine scraping. 
, . ; 1 ay } > 513 Olm- 
information, ] get if Allway Mfg. Co., De pt. AL, 1513 
stead Ave., Bronx 62, N. Y. 


Circle Neo. 240 on Coupon, page 106, 


Society says that too 


from my Unit of the 





(continued on e 108) 
AMERICAN CANCER SOCIETY a oO ed on pag 


Circle No, 93 on Coupon, page 108. 
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SELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 





lreated pole frame construction is increas 
ingly popular for all types of farm buildings 
because it lasts longer and costs less 

J. Neils poles are straight, strong, with uni 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can inc lude poles 
with treated or untreated lumber. Free plaas 
and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 





MILL AND TREATING PLANT AT LIBBY, MONTANA 





Circle No. 63 on C upon, page 106 








Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual cut 
20 Million for past half century under exacting Forest Manage 


ment Plan without depletion 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


sir-dried QUALITY LUMBER 


v 


Kiln-dried 





Circle No. 65 on Coupon, page 106 


BurcpInGc Propucts MERCHANDISE! 













Automatic Driver 
Diamond Points 


Shoots 100 Zinc or Steel Points into 
the hardest wood—as fast as a man can 
pull the trigger. Speeds up glazing of 
sash, frames and mirrors. Points can be 
driven at an angle, due to patented 
nose plate. 

For hand-driving — perfect glazing 
with Red Devil Triangle Points. Zinc 
Coating prevents corrosion 


Product of 


Red Devil Tools. 


Union, N. J., U.S.A. 
Circle No, 64 on ¢ oupon, page 106 


more we more dealers are saying 


‘Let’s handle 


GRIFFIN’ 





The dependable line of hinges to 
handle that’s the trade's way of 
saving “We like to sell Griffin prod 
uct Order from our full line of 
wrougit steel butts plu a com 
plete line of shelf hardware—in the 
election ou kre our customer 


f 
i 


GRIFFIN’ 


ince 1899" 
MANUFACTURING CO. EAIE, PA. 
Circle No. 66 on Coupon, page 106 





NEW VISIPAKS— 


Order by the carton 


of indiwidual 


carded items, 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time 25c per word tor each insertion. 
Minimum charge of $1.25 per iine. 
3 Times — 20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line. 
Add $1.50 per insertion for blind ads bearing 
box number. 


No agency cash discount 


allowed. 

All ads for classified section must be in Pub 
lisher's office 14 days preceding date of publi 
cation, Advertisements are set in uniform 6 
point style, No cuts or special borders 
allowed. 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specitied or used, regular line rate is charged. 
When answering box numbers or mailing copy 
lor ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark &t., Chicago 2, Ill. 


commission or 





HELP WANTED 





WANTED: Lumber Grader tor West Coast For 
est Products. Busy Retail Establish 
ment Southeastern Michigan, Gen 
erous pay i you know your 
business. Address Box K-52 Ameri 
can Lumberman, Inc 


DETAILER AND BILLER 


Florida Special Millwork Company wishes to 
employ experienced Draiteman who can make 
details and bill into Mill, None but competent, 
sober man need apply. Address Box 8-32 
American Lumberman, Inc 

Wanted: Commission Salesmen by active, 
qualified southern wholesaler, handling large 
volume Southern Pine, Hardwoods, Oak Floor 
ing, Western Lumber and Cut-to-length stock 
all species. CURRY-THRASH LUMBER CORP. 
MERIDIAN, MISS 


MILLWORK 


2 DETAILERS & BILLERS — 1 ESTIMATOR 
Applicant must be competent, dependable, and 
caporionees in architectural millwork for 
schools, hospitals, churches, public and office 
buildings. Permanent position, excellent work 
ing conditions, and air-conditioned offices, Ex 
cellent opportunity with a large and old estab 
lished manutacturer (since | ). State experi 
ence, availability, salary, age, etc. Age is no 
barrier if in good health. All replies held in 
strict conlidence 

The Kaaz Woodwork Co., Inc., 
Leavenworth, Kansas 


Wanted—Young man with some retail lumber 
experience for general office work, selling and 
estimating, located in northern Indiana. Good 
opportunity for ambitious and energetic young 
= Address Box 8-38 American Lumberman, 
ne 


Wanted: Outside salesman for newest and most 
modern lumber yard in Northeastern Ohio 
Must be able to take off plans, produce con 
sumer business and industrial sales Drawing 
account and commission. Write tor appoint 
ment 

McCain Lumber & Supply Co 

2907 Lincoln Way Eaat 

Masaillon, Ohio 


SALES Job open in northeastern Ohio for man 
between ages 25 to 40 who is interested in 
lifetime job with a future, Salary plus com 
mission. Reply to Box 8.39 American Lumber 
man, Inc 


First Class Log Band Sawyer—right hand 8 {t. 
Allis mill. gun feed and Trout set works, on 
foreign and domestic hardwoods. Plant located 
Eastern Seaboard. Vacation, Hospitalization 
and insurance benefita, Write references and 
qualifications to Box 8-40 American Lumber 
man, Inc 


W.l nown building material organization in 
Mid-South area has openings for several men 
m retail yards. Men aged 25 to 37 with retail 

experience preferred. Excellent opportunities 
for advancement for ambitious men of good 
character and personality, Write giving com 
lete business and personal history. ddress 
ox 8-41 American Lumberman, Inc. 
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HELP WANTED 





LUMBER YARD MANAGER 
Large industrial center in North Central Indi 
ana. Young aggressive man, experienced in 
complete management of yard with 20 to 30 
employees. $7,400.00 lus 15% profits. Submit 
full details ‘o Box $-51 American Lumberman, 
Inc. 


WANTED: Lumberman who has had experience 
as an assistant manager and feels ready to 
assume responsibility of a position of manager 
of a good retail lumber yard in a prosperous 
community. Address Box $-48 American Lum 
berman, ive 


WANTED: Man experienced in retail lumber 
business to handle office management, tele- 
phone and counter sales. Excellent opportuni 
ty for capable, energetic man with ans estab 
lished Southern Indiana firm. Please reply in 
your own handwriting. Give age, experience, 
=. Reply Box 8-52 American Lumberman, 
ne. 





SITUATIONS WANTED 





MILLWORK SUPERINTENDENT capable of 
handling full mill bids. 25 years experience 
manufacture, administration, detailing and 
estimating. Address Box 8-24 American Lum 
berman, Inc. 


Manager or Division Manager 
Age 42, presently employed as manager, 22 
years experience. Desire to relocate. Medium 
or large operation. Can handle responsibility 
and make protit. Address Box 8-42 American 
Lumberman, Inc, 


BOOKKEEPER 
Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa 
miliar lumber terms. Been self employed tor 
some time. Desire otherwise, Address Box 8-43 
American Lumberman, Inc 





SALES REPRESENTATIVES 
WANTED 





10 years old Michigan Company. manufactur- 
ing patented folding wardrobe doors in both 
steel and wood bonded seeking established 
representation calling on jobbers in following 
states: New York, Illinois, Ohio, New Jersey, 
Pennsylvania, Virginia, Maryland, Massachu 
setts, Wisconsin, Minnesota, Write direct Style 
craft, Inc., Roseville, Michigan. 


Commission representatives wanted to sell 
Pruden Steel Building Frames to lumber deal- 
ers. Market potential unlimited. Unique de 
sign features clear span construction to 40 
feet. Frames combine with roofing, siding, 
hardware and lumber already in stock to an- 
swer lumberman’s need for a low cost, post- 
free, easily erected frame building. rite 
today for details. See the Pruden exhibit at 
National Lumbermans’ Convention in Decem 
ber at Chicago. 

PRUDEN PRODUCTS CoO. 

EVANSVILLE, WISCONSIN 





SALES REPRESENTATIVES 
AVAILABLE 





Manulacturers representative desires lines for 
lumber and building supply dealers. whole 
salers. Covering Maryland. D. C., and sur 
rounding Virginia counties. Write Box 5-44 
American Lumberman. Inc 





MISCELLANEOUS WANTED 





WE'LL PAY CASH 


For surplus, obsolete. or odd lots of windows 
doors, hardware, rooting, or what have you. 
Rejects or seconds OK. 


FEDERAL LUMBER COMPANY 
3041 W. Federal Street 
Youngstown, Ohio 
Riverside 48479 


December 10, 


BUSINESSES WANTED 





WANTED—Lumber and Building Material Yard 
to buy, whole or part, located on the West 
Coast of Florida. Give particulars in first 
letter. All communications held in strict con 
fidence. Address Box S-33 American Lumber 
man, Inc 





LUMBER & DIMENSION WANTED 





Producers wanted to supply 10,000 hardwood 
bed slats per month, Moisture content lumber 
must not exceed 15%, kiln dried preferred 
Slats 2!/)"" width: 13/16" thickness; 55° and 
40°’ lengths: edges beveled along length. Year 
around business offered by large responsible 
distributor. Address Box S-45 American Lum 
berman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bidg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 


STEEL RAILS 
16%. 202%, 25#. We. 35H. 40% and heavier. 


MIDWEST STEJ2L CORPORATION 
518 Dryden St., Charleston, West Virginia 





MISCELLANEOUS WANTED 





WANTED: A mill to supply stationary slat doors 
and door blinds in less than carioad quan 
tities. Tumlo, 420 West 45th Street, New York 
36, N.Y 





BUSINESSES FOR SALE 





Retail Lumber yard located Southern Michigan 
along New York Central Railroad. Enclosed 
sheds. Modern living quarters. Established 
business. Address Box S-27 American Lumber 
man, Inc. 


For Sale: Western New York State. Finest re 
tail lumber and building material center in 
the Northeast. 
2,500,000.00 Gross Business 
800,000.00 of above is cash business 


Complete Modern Hardware Department, Com 
plete Modern Millwork Shop with the finest in 
equipment. Substantial cash necessary. Man 
agement not necessary (business can run itself 
with the capable management now employed.) 
Address Box 8-34 American Lumberman, Inc. 


FOR SALE OR LEASE 


Established operating remanufacturing com- 
pany located in the Lodgepole Pine Belt on an 
East-West Main Line Railroad. Yard capable 
of five million foot inventory. Loading capac- 
ity two cars inside, four cars outside. Equip- 
ment as follows: Newman 512 Planer, Double 
End Trimmer, Two Pineapple Feed Tables. 
Fay & Egan Matcher-Moulder, Turner Resaw, 
Blower stem, Standard Dry Kiln (Capacit 
85M’), Re 150 Hyster, XA 60 Hyster, 195 
Dodge Truck, 1954 Chevrolet Pickup. Knife 
Grinding Equipment, Extra Heads and Knives 
for Planer and Matcher-Moulder, Extra Resaw 
Blades, 400 Feet Speedskid Conveyor. Large 
amount of Drying Sticks, approximately one 
million feet in inventory. Lodgepole Pine, Pon- 
derosa Pine, and Spruce Contracts available 
if desired. Milling in Transit Privileges. Com- 
plete rest room and office facilities. Ottice 
equipment. Owner willing to retain minorit 
interest and act as sales outlet if desired. 
Write Box R-40 American Lumberman, Inc. 


For Sale—Retail lumber and coal yard in Cen 
tral Michigan. Small town. Reasonable inven 
tory. Will sell stock. Lease Yard. Address: Roy 
, 2 Kendall, 125 Grand Trunk Avenue, Battle 
Creek, Michigan. 
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BUSINESSES FOR SALE 


MISCELLANEOUS FOR SALE 





FOR SALE 
RETAIL LUMBER YARD 
AND MILLWORK PLANT 


Located in growing and progressive Sout! 
Georgia City—Satisiactory volume—Terms to 
responsible parties. Address Box $-46 American 
Lumberman, Inc 


For Sale: Wholesale-Retail Lumber Yard in 
Seattle, Washington. Fine location, good clien- 
tele, well established. $240,000 gross. $60,000 
will handle. Fine equipment, good reputation 
and steady growth. Ill health forces owner 
~ sell. Address Box 8-47 American Lumberman 
nc 


For Sale—Lumber Yard in Eastern Indiana 
City. due to death of owner. Sales average 
$125.090. Can be increased. Address Box S-49 
American Lumberman, Inc 


For Sale—Half interest in fast growing lumber 
business in Indiana. Volume doubled in three 
years, with good return. Working partner 
desired, who will purchase half of inventory 
and fixtures only. Normal investment for the 
value and opportunity received. Write Box 
$-50 American Lumberman., Inc 





MISCELLANEOUS FOR SALE 





DEALER DOOR HANGERS 

Co'ortul Door hangers that feature the 1957 
OHI theme Better Your Living are now 
cevailable. Door hangers include a remodeling 
job checklist and space for Dealers name, ad 
dress, phone number. Also space for sales 
man's name. A must for every yard that makes 
calls on customers tor added business. 100 tor 
31.98—-1M for $14.95 
i:ddress Box R-58, American Lumberman. Inc 


CARPENTERS APRONS 


Write for prices and iniormation 


THE MINNESOTA SPECIALTY CO 
Minneapolis. Minn 


DOUBLE YOUR INCOME trom your newspaper 
advertising by using our Low Cost cartoons 
IT’S TIME TO REMODEL series will sell 
Home Improvements. Cartoons humorously 
show need for REMODELING Bathrooms, Kitch 
ens, Windows, Insulation, Roofing, Painting 
etc. Mats in One or Two column sizes for 
advertisments from three inches up. Exclusive 
city franchises with Money Back Guarantee 
For FREE prints of cartoons and details write 
to LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, California 


FOR SALE—OFFICE EQUIPMENT 
Burroughs Moon Hopkins billing machine 
7200 special, for figuring and typing esti 
mates and invoices. Multiplies and carries 
total on feet and dollars 
Wales Model A, 9-column electric bookkeep 
ing machine 12" carriage 

4. Elliott Card advertiser for printing postal 
cards 

5. Addressograph and 10.000 plates with cab 
inet. 


6. 2 Kardexes 
Bishop Lbr. Ce 


14 drawers—cards 3x5 


2315 N. Elston, Chicago, Ill 





TIMBER & TIMBERLAND 
FOR SALE 





We have an interesting timber and mill prop 
osition to sell. & Logging Co,, Ltd 
New Westminster, B. C 


LUMBER & DIMENSION 
FOR SALE 





Lumber For Sale 
2 cars Ix6 #2 AD YP 5254CM 
fob Chicago rate 


2 care Ix8 #2 AD YP Shiplap : 
fob Chicago rate 96 .00 


Car KD Sound Knotty Cypress Panel 152.00 


Louisiana stock good lengths 


$91.25 


Can SPIB Grade mark 

Can mix with Western woods out of our ware 
house, 

Gaiennie Lumber, Box 1774, Shreveport, La 





USED MACHINERY FOR SALE 





FOR SALE 
TIMBER, RIPPING AND SURFACING UNIT 
Band Saw 64° Wheels, 8 saws, Knight car 
riage 4 blocks 36° long 
No. | Boss Timber Surlacer size 30x16. Com 
plete with blowers, track and rolls 


Come and see this unit in operation 


Bishop Lbr, Co., 2315 N. Elston, Chicago, Ill 


FOR SALE 
1. Berlin 7341 Band Resaw 54 
driven, 50 H.P. motor, 
Berlin 791 
belt driven 


wheels, belt 
jlaner and matcher, sise !5x6 
5 H.P. motor 


Some and see these machines operate 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill 


FOR SALE: One Pitney-Bowes Postage Meter 
Model RT. complete with cabinet-—-$100.00, Oil 
City Lumber, Inc., Box 2412, Casper, Wyoming 








Since 1900 


HIGHEST 


QUALITY 


FASTEST 


DELIVERY 


BEST 


VALUE! 





BUILDINGS 


Paul Ounham Ciese 


every year? This book 


139 NO CLARK ST 


the above book 


Name 


HOW TO INSULATE HOMES AND FARM 


ten tit afact that how to apply insulation is becom 
ing @ big question from more of your customers 
in condensed form, helps 
your sales staff supply builders, farm and home 
owrers with the answers and the insulation 204 
pages, 117 iilustrations, 19 tables 


AMERICAN LUMBERMAN INC 
CHICAGO 2, 1L6 


Enctosed it my check in the amount of 43.25 for 


“PARKER” © BUILDERS’-SHOWCASE-CABINET HARDWARE 


BRASS RAILINGS 

BUTTS & HINGES 

COAT & HAT HOOKS 
COAT & HAT RACKS 
CONTINUOUS HINGES 
DOOR HANDLES & PULLS 
DOOR KNOCKERS 

DOOR STOPS & HOLDERS 
DRAWER HANDLES & PULLS 
GLASS PARTITION POSTS 
KICK PLATES 

LETTER DROPS 

METAL THRESHOLDS 


DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 
PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


WRITE FOR CATALOG 


§. PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. ° NEW YORK 2, N. Y. © Phone Walker 5-6300 


Circle Nao, 95 on Coupon, page 106. 





$3.25 





Address 


Milled: nd Se 





City, State 


Artwr 
ye Veg 





BuritpInG Propucts MercHat 





Jeffreys - McElrath 


MANUFACTURING COMPANY : 


P.O. Box 137 — Tel. 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOOCS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Dally Capacity 300,000 feet 
Factory Locations 


3663 MACON, GEORGIA 


Mecon, Ga. 


Keesville, Ve. 
Chase City, Va 


Onteed’ My é 








Circle No. 94 on Coupon, Page 106 
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USE ro MATOH STARRY-KELLY 


OKOMO EVERY MANU- 
FACTURER'S LUMBER COMPANY, INC. 
ASBESTOS SIDING ° 


ORN ERS MADE Specializing in Ponderosa Pine 
pore and Associated Species 

* for ASBESTOS SIDING a 

* LAP OR BEVEL SIDING Kiln Dried - Air Dried - Surfaced - Rough 


© WOOD SHINGLE SHAKES iin tates ano YARD and INDUSTRIAL STOCK 
* PLYWOOD OR HARDBOARD verses . 
Sales Agents & Wholesalers 


B U G H E R M F G . © ‘@) . 1120 Old National Bank Bidg.—SPOKANE 1, WASH. 


301 E. Lincoln Road, Kokomo, Ind. Phone Temple 1448 Teletype SP-175 


























Circle No, 96 on Coupon, page 106 Circle No. 97 on Coupon. page 106 





For lasting Beauty and Protection~— oe 


hia }/ 2: i 9 “4 INCREASES SALES 
choose te Ne ge oor Price mark all items to 


G 
help your customers help 


themselve The Liniver 
Decorator Styling and ae DISPLAY TICKETS 
al Price Marking System MOULDING TICKETS 


Superior Craftsmanship are is the only system that Special Sass CAROS 
carefully blended to has price tickets numer- BIN TICKETS 
bring you the finest in ally arranged in handy 
overhead doors! hilable book form 


RIDGE DOOR COMPANY 
MONM HM JUNCTION, N. J 


In ovr complete line, there is a Ridge Door for every home, taste and budget 
Circle No, 98 on Coupon, page 106 











UNIVERSAL PRICE MARKING SYSTEM 


Minneapolis 15, Minnesota 





401 Washington Avenve South . 











Circle No. 99 on Coupon, Page 106. 


7 19°12 «13 14 «15 «96 «17:«18~=«19=«20 


é ’ 
FOR INFORMATION ON 22 «623 26 627 «628 30 31 32 33 4 O35 36 U7 OO 0 
42 43 46 47 4@ $O S51 52 53 34 SS S56 S57 SB 59 60 
66 “6 
86 es 


Advertised Products 62 63 67 1°72 :«73 «74 «95 76 «77 «+18 «79 80 


82 83 87 90 91 92 93 94 95 96 97 98 99 100 
Circle the numbers at the right which appear 102 103 104 105 106 107 108 109 140 111 112 113 114 195 116 1197 118 119 120 
— Severtnements on which you 122 123 124 125 126 127 128 129 130 131 132 433 134 135 136 137 138 139 140 
142 143 144 145 146 147 148 449 150 151 152 153 154 155 156 157 158 159 160 
162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 
182 163 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


FOR INFORMATION ON 


“What's New” Items 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


221 292 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
Circle the code number at the right which 
corresponds to the number listed ot the end 241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
of that particular “WHAT'S NEW” item 261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 


DECEMBER 10, 1956 281 262 263 284 265 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 


Posinen 





Nome 
(Pleese Print 


Compeny 





Stete 





City 


Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill 
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PONDEROSA PINE — SUGAR PINE 


WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Trade Merk 
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Sfoason Greetings 


FROM ALL THE 
MEN BEHIND THE SEAL 


Here's another year gone by in a long chapter 
of service——63 years of service by the men behind 
the National American seal 


National-American Lumber Wholesalers have 
striven to promote the best interests of the lumber 
industry continuously since 1893. We're proud 
of the reputation for dependability and helpfulness 
the members of our association have built up .. . 
humble at the thought of the big jobs still to do 
eager to press on and serve you even better in 1957 

Merry Christmas! 


i ichilelalsLotiilcalsiil 


WHOLESALE 


Lumber Association 


41 test 42nd Street, New York 17, N. Y 
1111 Yeon Building, Portiend 4, Ore 


Circle No. 67 on Conpon, page 106 





NEW PRODUCTS 


(begins on page 84) 








Packaged Gas Chimney 

A new packaged chimney, the Air-Jet Style G gas chim- 
ney, is complete with dual wall smoke pipe and attractive 
top housing, It is specially designed and UL approved for 
use with gas fuels. Available with a choice of five top de- 
signs and is being manufactured in eight different models 
and four different smoke pipe sizes. The chimney has a 
double-walled smoke pipe; the inner wall is made of cor- 
rosion resistant aluminum; the outer wall is made of gal- 
vanized steel, General Products Co., Inc., Dept. AL. Fred 
ericksburg, Va. 
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Aluminum Awning Window 

A new, low-priced, all-climate aluminum residential awn- 
ing window has been added by the manufacturer to its 
Ualco complete line of Lifetime Aluminum Windows. New 
sash is weatherstripped throughout with Koroseal. Frames 
are recessed on the inside to receive flush-fitting storm 
sash and screen. Designated Series 100, the Ualco resi- 
dential awning window has offset, center-located hard- 
ware, All vents open more than 70° and top vent lowers 
about 5” for easy cleaning from inside. Shipped assembled. 
Southern Sash Sales and Supply Co., Dept. AL, Sheffield, 
Ala 
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Thinnable Redwood Paint 


A newly developed water thinnable redwood paint is 
designated Poly Vinyl Acrylate #34. According to the 
manufacturer, this is a combination sealer and finish pig- 
mented with a permanent redwood color and thinnable 
with tap water. The acrylic resins therein have superior 
weather durability factors, manufacturer says. Linseed Oil 
Products Corp., Dept. AL, 1107 8S. Fremont Ave., Alham- 
bra, Calif 
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Quality Seal Door 

Quality Seal aluminum combination storm and screen door 

designed and constructed with eight quality features. 
Made of strong tubular extruded virgin aluminum, it has 
a delicate fluted pattern on the door face and kickplate to 
provide a mar-resisting surface; corner reinforcement gus- 
sets insure sag-free construction. Glass is set in weather- 
tight vinyl in sash inserts. Continental Screen Co., Dept. AL, 
10 S. Michigan Ave., Chicago 4, II] 
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What's Your Answer? 
(Questions on page 8&8) 
Bigger homes and higher prices. See article, page 42. 


Twenty-eight out of 30 dealers picked L.O.F. window 
glass as easiest to cut. See ad, page 20. 

National Plan Service, 1700 W. Hubbard St., Chicago. 
See article, page 66. 

A new self-service Terraflex merchandising stand. See 
ad, page 21. 


Lumber, roofing, masonry products, gypsum products, 
hardwood flooring, insulation board, nails and hard- 
board. See article, page 70. 


Acme Steel F-1 strapping machines. See ad, page 30. 


Sponsor waste containers at downtown intersections. 
See item, page 100 


Five, as explained in ad, page 18. 
Self-service store, See article, page 55. 
With ADT Aero Automatic Fire Alarm Service. 


ad, page 37. 


lL.UMBERMAN 


AMERICA 








Tie-in with the profitable 
interior painting season 


Move a colorful customer-catching display of Behr-cat 





Masking Tapes right into your paint and decorating di 
play counter. You'll attract an extra measure of profit 
by the tie-in with your do-it-yourself as well as your 
professional customers 

Make a special feature of the new Behr-cat Handy 
Grip Dispen er roll nationally advertised, nationally 
preferred. Ask your jobber for full details, or write to 
Behr-Manning Co., Troy, N. Y., Dept. AL-12 


SS" BeyR-MAnnine Co 
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0 fr hs 
SUNRISE COLOR 


The Wm. S. Holmes Co. of Camden, N.J. started 
to handle Formica five years ago. From a very 
small start they soon found that there was a 
demand from small laminate fabricators as well 
as contractors and homecraftsmen for on-the-job 
application. Fabricators who formerly bought 
direct from the Formica distributor were willing 
to pay a higher square foot price for the con- 
venience of a closer source of supply. 

In the words of Merrill N. O’Brien, Manager, 
“Demand became so great that we found it 
profitable to install permanent racks to take care 


of our inventory. With larger inventory came 


Customers buy Formica because if i 


brand name the wand tr 
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even greater increase in sales. We find that people 
who want the finest demand Formica!” 

This success is being repeated all over the country 
by lumber dealers, flooring contractors, hardware 
and do-it-yourself specialists 

There is a place in the still growing Formica 
distribution picture for you. If you would like a 
Formica representative to advise how your busi 


iness can profit with Formica, write: 


FORMICA CORPORATION 


<VANAM ID 
—— 


1501 Spring Grove Ave., 


Cincinnati 32, Ohio 


Stasuig Sondtd 


_ “ 
4 / (Cnmatoe by * 
Good Housebeeping 


<e., ot. 


not FORMICA 
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